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Call the 
Ansul M 


for faster 
more effective 


fire protection 


FAST, EFFECTIVE EQUIPMENT. A positive activating system 
puts Ansul’s “Plus-Fifty” dry chemical to work immedi- 
ately—no lag or delay. To insure full fire coverage, patented 
nozzles deliver the right kind of stream for your fire pro- 
tection problem (low velocity or long range). 


DEPENDABLE EQUIPMENT. Ansul extinguishers are water-tight, 
corrosion resistant, always ready for action, even after 
extreme weathering and exposure to wide temperature 
variations. Quality features like these make it possible 
for Ansul to back their equipment with a 5-year warranty. 


TRAINING FOR YOUR PERSONNEL. At Marinette, Wisconsin, 
Ansul operates one of the largest and best equipped fire- 
training schools in America—to train your key protection 
men without cost or obligation. A trained Ansul man 
will also instruct your fire brigade at your plant. 


COMPLETE PLANT SURVEY. Knowing and recognizing a fire pro- 
tection problem takes a highly trained man. The Ansul 
man is a specialist in utilizing fire extinguishing equipment 
properly and effectively—he will see to it that your plant 
gets the best protection possible at the lowest cost. 


Get in touch with your local Ansul man through the “yellow pages” or write ANSUL CHEMICAL COMPANY, Fire Equipment Div., Dept. F-101, Marinette, Wisconsin 
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That won’t hurt B. F. Goodrich 
fast-flow pump hose 


Ev after being run over or squeezed 
against the island this B. F. Goodrich 
gasoline pump hose springs back to full 
round shape. The hose doesn’t need 
to be hammered back to shape after 
rough treatment. 

No more kinked, worn-looking hose 
to spoil the looks of your pumps. This 
B. F. Goodrich hose has no wire rein- 
forcements to take permanent kink or 
remain squeezed together. ‘‘U” or ‘“O” 
bends are made easily without the hose 
mp or choking. Static wire flexes 
like cord. No weak spots develop from 
hammering, because there are no kinks 


or flat spots to be pounded out. Customers 
get better service because the hose 
reaches from any angle. Hose retains 
its flexibility, even in sub-zero weather. 

Gasoline-proof tube won't swell— 
retains full diameter and capacity. 
Smooth bore and finish of tube give 
fast, even flow. Coupling doesn’t re- 
duce size of opening — delivers all the 
gas your hose can carry. No amount of 
normal flexing will pinch or collapse 
B. F. Goodrich hose in the coupling area. 

Smooth cover won't hold grit that 
can scratch cars. Easily cleaned and kept 
clean. Hangs well on the pump, always 
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easy to handle. Cover resists cuts, 
scratches, oil, water and sun. 


Equip your stations with this flexible 
pump hose—see how much faster 
customers are serviced, how much longer 
the hose will last. See your local dis- 
tributor or write The B. F. Goodrich 
Company, Dept. M-264, Akron 18, Obio. 


B.E Goodrich 





TREASURE CHEST 


in its 
GROWING WEsr 


iy 


( LIVESTOCK 


The vast Utah, Idaho, Wyoming and Colorado 
area served by the Utah Power & Light Company 
is truly a ‘Treasure Chest” in the Growing West. 
To industry. it offers tremendous opportunity, for 
all the necessary elements are present, including: 


Every major basic raw chemical. 
60% of USA phosphate reserves. 
214 different minerals. 
One-third of nation’s copper. 
Largest proved uranium reserves in nation. 
Greatest concentration of non-ferrous 
metal mills, smelters, refineries in USA. . ; 
A re Write, wire or 
Largest steel mill west of Mississippi. 


telephone for 
Low-cost power, water, fuel. AREA RESOURCES BROCHURE 


: “A Treasure Chest in the Growing 
Intelligent and stable labor force. Gan” leltie Geld Ge doin Oe 
Sound diversified economy. fidence. 

Healthful climate with low humidity. Abiahi WM Cathinn Steen 


A gateway to the rich, far west market Business Development Department. 
where America is growing fastest. Dept. F. Utah Power & Light Co. 
Plus... plenty of “elbow room.” Salt Lake City 10, Utah. 


UTAH POWER & LIGHT CO. 


A Growing Company in a Growing West 
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National 


Petroleum 


The “ho-hum” attitude toward 
Canada is fast disappearing in the oil 
industry, as well as in other business, 
financial and political circles. In fact, 
there’s an eager interest in what’s 
happening in the Dominion’s oil 
industry. 

Our Frank Sturtevant just got back 
from Canada and did a most informa- 
tive report on Canada that starts on 
page 20. 

Frank brought back some interest- 
ing observations. 

“Probably the most remarkable skill 
possessed by Canadian oil men in the 
eyes of a US. visitor is that exhibited 
by the Quebec segment,” remarked 
Frank. “The ones who get along best 
in business circles are those who are 
at home in the French language. They 
slip from English to French and back 
again without a second’s thought. 
That way they can really get on a 
friendly basis with many French 
dealers scattered throughout the pre- 
dominantly French-speaking areas of 
Quebec.” 

“Canadians often speak of them- 
selves as being conservative and not 
given to hasty decisions or impulsive 
action,” Frank said. “Maybe so, but 
it doesn’t show in their attitude to- 
ward strangers. They gave me a warm 
welcome.” 

The ceremonial touch at formal 
luncheons and dinners impressed 
Frank. “When all are gathered at the 
tables,” he reports, “the chairman bids 
the assembly rise while he proposes a 
toast: “To the Queen!’ When the meet- 
ing is held jointly with Americans, 
a second courtesy toast is offered: 
‘To the President!’ ” 

Frank found the Canadian mar- 
keters plagued by the problem that 
bothers their American cousins: That 
of convincing dealers to keep their 
stations clean. “They seem to have 
the same difficulty we do,” observed 
Frank. 

—Herbert A. Yocom 
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Customers can depend on 


DIXIE CHEMICALS 
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Fence posts are preserved by 
soaking them in Dixie “Penta”, 
in a tank formed by welding 
together two empty drums. 
“Penta” is always delivered 

in drums equipped with 
Tri-Sure Closures. 


Farmers spray cotton fields with Dixie “Early Crop” 
to induce earlier harvesting, facilitate picking, 
and aid pink bollworm control. All drums of 
“Early Crop” are protected by Tri-Sure Closures. 


-always delivered 


in drums 
protected by 


Tri-Sure Closures 


GRICULTURE gets valuable help from Dixie’s 
fine line of chemicals— which includes ‘Early 
Crop”’, the defoliant that speeds up cotton har- 
vesting, and ‘“‘Penta’’, the fence-post preserva- 
tive that also destroys termites. 

Farmers know they can depend on these and 
other Dixie Chemicals—shipment after ship- 
ment, year after year—because 
they are made right and protected 
right—in drums equipped with 
Tri-Sure* Closures. 7; 

The Dixie Chemical Company 
uses Tri-Sure Closures to prevent 
losses in transit . . . as proof of 


“full value every time”. . . as an expression of 
regard for every customer. And, in all these 
ways, oil and chemical companies the world over 
are proving that it pays to insist on the Tri-Sure 
Flange, Plug and Seal. 

Give your shipments the security they should 
have by specifying ““Tri-Sure Closures” on every 

drum order. 





*The “Tri-Sure” Trademark is a mark of 
reliability backed by over 30 years serving 
industry. It tells your customers that 
genuine Tri-Sure Flanges (inserted with 
genuine Tri-Sure dies), Plugs and Seals 
have been used. 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Prefab Station—In a bid to whip the high cost of station 
construction, a prominent Midwest Independent will erect 
some newly-developed prefabricated metal stations later 
this year. The first will go up in about 90 days. Cost of the 
layout (including all equipment, but not the land) will run 
about $20,000. The building comes in two sizes—10 by 20 
ft., and 10 by 24 ft. The purchaser may specify the interior 
arrangement to the manufacturer. Designed with two rest- 
rooms, a sales room and a stock room, the building is 
assembled at the factory and trucked as a unit to the station 
site. Installation (including all connections) can be made 
in three hours, according to the manufacturer. The Inde- 
pendent plans storage of two 6,000-gal. tanks at each 
station. Before deciding to buy the prefabs, he made a 
small scale model of the layout and studied it thoroughly 
for efficiency. 
o 


Drilling by Sound—A sonic drilling tool that may sub- 
stantially cut the cost of drilling oil wells in an advanced 
stage of development by the Petro-Mechanics Research 
Division, Borg-Warner Corp., Los Angeles. The company 
thinks the sound-powered drill may make holes four times 
as fast as a rotary drill, and it hopes to have 25 strings of 
tools leased to contractors by the first of the year. 


Asphalt by Water—Douglas Oil Co. will soon start the 
first regular large-scale barge shipments of asphalt on the 
West Coast. Goal: A greater share of the Pacific North- 
west asphalt market. Douglas is now building a terminal at 
Port San Luis, Calif. (30 miles from the company’s Santa 
Maria refinery). From there, Douglas will ship asphalt to 
a second terminal going up at Portland, Ore. The asphalt 
will be moved in a converted 18,000-bbi. barge, equipped 
for heating the product so it can be handled in liquid form. 
More barges will be acquired later. In addition, the com- 
pany will build other terminals along the Pacific Coast. 
Douglas is the third largest asphalt producer in the Far 
West, having turned out 1.7 million bbl. in the year ended 
March 31. Until now, most West Coast interstate asphalt 
shipments have been in heatable rail cars. But Douglas says 
rail freight increases have restricted the area in which its 
asphalt is competitive. 
* 


Award for Heroism—American Petroleum Institute is 
starting a new program to honor outstanding acts of hero- 
ism and first aid by anyone affiliated with the oil industry. 
API has established a Meritorious Safety Award (sponsored 
by the Safety and Fire Protection Section of API’s Depart- 
ment of Technical Services). The award includes a certifi- 
cate giving details of the act, a medal in a transparent 
block of lucite, and a lapel pin. Eligible is “any person 
affiliated with the petroleum industry who, in the line of 
his duty or off the job, saves a life—either because of an 
act of heroism which involved the risk of his own life, or 
because of the successful administration of first aid.” Rec- 
ommendations for the award must be approved by the 
employe’s company and must have eye-witness affidavits. 
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Standard Decentralizes—Apri! |, 1956, is the comple- 
tion date set for Indiana’s Standard’s decentralization of 
marketing and sales accounting. The company is increasing 
the number of its regional sales administrative offices from 
five to nine—supervising 23 divisions. The nine regional 
offices will be at Chicago, Denver, Des Moines, Detroit, 
Indianapolis, Kansas City, Milwaukee, Minneapolis, and 
St. Louis. Each will have a regional manager and an ac- 
counting manager. And a tenth central accounting office 
will be at Fargo, N. Dak. Part of the company’s two-year 
$500 million capital expenditure program, the new move 
follows last year’s decentralization into the present five 
regional sales administrative offices. Standard also will 
have a transportation and supply department, as a new 
main branch, in operation by Jan. 1. General manager of 
the department will be Robert C. Gunness, now assistant 
general manager of manufacturing. 


War Against Smog—A battery of 10 automatic “smog- 
sniffers” may be set up in the Los Angeles Basin to deter- 
mine the oxidant content of the air. (Oxidants are oxidizing 
agents that some scientists believe are smog trouble-makers. 
They are present in the atmosphere and may combine with 
pollutants to cause eye irritation, plant damage and low 
visibility.) The Southern California Air Pollution Founda- 
tion has offered to establish the 10 “sniffers” (lung-like 
oxidant analyzers) and operate them 24 hours a day for 
four months, beginning July 15. As the oxidant readings 
are taken, an effort would be made to correlate them with 
measurements of temperature, wind direction, humidity, 
sulfur dioxide, and other air contaminants. 


Canadian Oil Exports—There is little chance that Van- 
couver, British Columbia, will become a big port for oil 
exports by tanker, says J. R. White, president of Imperial 
Oil Ltd. “There is practically no market” to the north, he 
states, “and American production shuts us out of the mar- 
ket south of the Puget Sound (Wash.) area.” Oil for export 
is potentially available in volume because British Columbia 
is supplied by the Trans Mountain Pipe Line from Alberta’s 
oil fields. Imperial Oil has, however, established a gasoline 
market in Japan, and has scheduled a new shipment this 
month of 4,000,000 gal. for export from its Loco refinery, 
Vancouver. Imperial’s White doubts that a cut in the 
wellhead price of Alberta crude would expand the market 
enough to justify the cut. 


Pan-Am Drops Production—Pan-Am Southern Corp. is 
withdrawing from crude oil production and exploration. 
From now on Pan-Am will buy crude to supply its re- 
fineries (except that the company will continue the crude 
operations in southern Arkansas that supply its El Dorado, 
Ark., refinery). The company will transfer all other produc- 
ing properties and leases to Stanolind Oil & Gas Co.—like 
Pan-Am, a subsidiary of Standard Oil Co. (Indiana). 


For more Ahead of the News 
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—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


Publishers of the 
Annual TBA Directory 
& Buyer's Guide 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry's designation for tires, batteries and accessories. 


i) 


SY 
Member of Associated Business Publications 
ond Audit Bureau of Grcevlations 


Publication offices: 330 West 42nd St., New York 36, N. Y. 
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Coal Eyes ‘Next Year’—Coal men have given up their 
battle for new restrictions on residual imports in this ses- 
sion of Congress—but they'll fight harder than ever next 
year. Having accepted as certain an extension of the 
Reciprocal Trade Agreements Act (meaning no quotas and 
no change in oil import tariffs), the National Coal Assn. is 
setting 1955 as its “target year.” The group will put “par- 
ticular emphasis” on having coal men contact lawmakers 
“in person” in the months after Congress adjourns, when 
many congressmen will be campaigning for re-election. 
The association also is seeking an alliance with any industry 
that thinks imports are harming domestic business (includ- 
ing Independent oil producers)... This would bring more 
pressure to bear on Congress. 





More Piggy-Backing—At least two railroads on the 
West Coast are preparing for expanded piggy-back dis- 
tribution of packaged oil products, the Southern Pacific 
and Union Pacific. Piggy-backing is the method of long- 
hauling a loaded truck by rail, with immediate distribution 
by truck at the delivery end. The railroads have imposed 
two restrictions: (1) At present they use only their own 
truck trailers, and (2) they are not carrying oil products in 
tank trucks—handling only packaged oil products. There is 
some piggy-back movement from Los Angeles to San Fran- 
cisco, Las Vegas, Nev., and Salt Lake City. 


Supply Balance Forecast—Oil companies will halt the 
rise in oil stocks and “liquidate any excesses in an orderly 
manner,” predicts Sinclair President P. C. Spencer. He 
thinks “the hard economic facts of excess supplies of crude 
oil and excess refinery runs are impressing themselves on 
petroleum management generally.” To keep operations in 
balance, Sinclair itself is holding weekly inventory meet- 
ings. Refinery runs are set strictly in accordance with ex- 
pected sales. Sinclair thinks that by the end of this year its 
stocks available for sale will be less than stocks at end of 
1953, even though company sales volume will be “some- 
what greater.” 


NPN Staff 


New Refinery Coming—Construction will start soon 
on Great Northern Oil Co.’s 25,000 b/d refinery at Pine 
Bend, Minn., near St. Paul. Slated for operation about 
Aug. 1 next year, the plant will be built by Fluor Corp. 
Maine processing units will include a crude distillation and 
tar separator unit, a Thermofor cat cracking unit, hydro- 
desulfurizer and Ultraforming unit, catalytic polymeriza- 
tion unit, gas recovery system, and delayed coking unit. 
Tankage for 1,500,000 bbl. of crude and products will be 
built, with crude pipelined from Canada. Most of the 
refinery’s output of high octane gasoline and distillates 
will be marketed by Socony-Vacuum. 


War in Los Angeles?—Gasoline retailers in the price- 
sensitive Los Angeles Basin are getting jittery again, fearing 
another price fight. A wave of price-cutting in April 
threatened to engulf the Basin in a general war. But it was 
averted. Now, many Independents are said to be developing 
a “hyper-competitive attitude” that could provoke price 
trouble more severe than April's. 


Oil-TBA for Turkey—U. S. is allotting $30 million to 
Turkey for the purchase of such items as jet fuel, lubes, 
tires, batteries and clothing for the Turkish military. Pur- 
chases with the funds may be made only in non-Commu- 
nist countries. To develop its own oil resources, Turkey 
earlier this year passed a law opening its land to oil ex- 
ploration by foreign companies. 


High Octane Down Under—A new American-backed 
company will sell 86-octane gasoline in Australia at a 
price 1¢ higher than the country’s ordinary 70-octane gaso- 
line. The company, Anglo-United Petroleum Ltd., plans 
to establish 200 retailers in New South Wales and Victoria 
provinces. Some of the gasoline will be supplied by the 
Taipeh refinery on Formosa. 
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Answer fairly: Wouldn't your product 
look better... sell better... in this 
handsome family of “F” Style Con- 
tainers? Enhanced by Crown Full- 1 
Color Lithography, they're modern, e 5 
impressive —with just what it takes @ igrs 
° ' SM, } | 

to move merchandise on today’s 7A~/)'| \ 
market. All sizes available, Mit TA. 

e ” ee ” 5 “Ee \ 
“Quarter Pints” to “Gallons. ; 





Vv DEPENDABLE PERFORMANCE 


Finest quality. All-around service- 
ability. Perfect to merchandise and 
sell any number of different products. 


Vv UTMOST VALUE 


Many bonus benefits: Ease of handling. Protection against 
light and breakage. Oblong shape permits maximum label 
display. Light weight saves on packing and shipping. 


A friendly Crown Sales Represento- 

tive will be glad to supply all 

details about specification, deliver- R W iN 
ies, lithography, services, prices, 

etc. Write or call today. 


SEND FOR CATALOGUE OF DIVISION 


CROWN'S COMPLETE LINE CROWN CORK & SEAL COMPANY, INC. 


va * 
Dnt o Cmaical Largatt Ci: Mhtanusfadilirwd PHILADELPHIA ©« Chicago * Orlando ¢ Baltimore * New York © Boston « St. Lovis 
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WASHINGTON 


ODM Mapping Price Lids—Just in Case 


Some Washington officials are busy 
studying price controls. Not for now, 
but for some time in the future when 
this nation may again face a wartime 
economy of short supplies and rising 
prices. 

The work is in its embryo stage, 
with nothing definite shaped up. It’s 
moving along in this fashion: 

The officials, who are in the Office 
of Defense Mobilization, are con- 
tacting representatives of various 
industries, including oil, to get their 
opinions on what they thought of 
price control methods used in Office 
of Price Stabilization days, and how 
these controls could be improved. 

For the most part, the industry men 
ODM is contacting are those who 
served a hitch at OPS and have had 
close range experience with price con- 
trols. Too, such men are considered 
more likely to have both a government 
and industry viewpoint because of 
their Washington experience. 

After it has heard the views of an 
industry specialist, ODM will then 
select a task group from the industry 
and the task group will be asked to 
study the specialist’s report and help 
draft definite blueprints. 

Indications are that these blueprints 
will not only deal with methods, but 
also with individuals most likely to 
be chosen for key positions if and 
when it becomes necessary to institute 
price controls. 

Nothing concrete will be forthcom- 
ing soon, but it might be well for the 
oil industry, including marketers, to 
be alert at this stage of the game 
rather than sitting by until an emer- 
gency arises and find that the plans 
have already been jelled. 


New Energy Process? 


Suppose a man could drive a car 
15,000 miles on a pint of gasoline? 

A military scientist in Washington 
is working on an experiment in fuels 
which, if successful, would have a 
result about as amazing as that. 

It is a revolutionary process which 
may increase by at least 8,000 times 
the usable power from coal, oil and 
carbonaceous fuels. 

So far, the process is mainly a 
gleam in the inventor’s eye—but he 
has received recognition and encour- 
agement from the military. The inven- 
tor feels his theory has been proved, 
but he has yet to get his process 
tested on a pilot plant scale. 

His immediate hope centers around 
coal, but oil could be utilized, too. 


He envisions a 100-lb. apparatus in 
which coal would be pulverized, 
carried in a stream of air through an 
area of atomic excitation, to a boiler 
or other mechanism where heat and 
pressures produced can be harnessed. 

If the process comes even close to 
being what it’s cracked up to be, 
then it could find immediate applica- 
tion in such fuel-using machines as 
locomotives, ships, aircraft, and such 
stationary engines as power plants. 
It seems to hold little promise—at 
least for the forseeable future—of 
being applicable to automobiles, home 
heating and other uses. So 15,000 
miles on a pint of gasoline is still 
somewhat remote. 

The process involved one type of 
atomic fission that hasn’t been tried 
before—an excitation of the carbon 
atom, upsetting the energy balance 
within the atom. This releases energy 
in the form of heat, temperature and 
pressure. 

The inventor does not see his work 
as invalidating present investments in 
power plant equipment and similar 
facilities, but rather as a method for 
more efficiently utilizing natural fuel. 

Anyway, don’t rush out and sell 
your storage tanks. Conventional use 
of gasoline will be around for a spell. 


Tank Cleaning Safety 


DuPont is holding a series of safety 
clinics to eliminate the danger of 
poisoning of workmen cleaning or 
repairing tanks in which leaded gaso- 
line has been stored. 

The problem was licked 30 years 
ago, but because there have been two 
or three serious accidents in recent 
years, the company feels that a “re- 
fresher” safety course is justified. 

The danger lies in the tetraethyl 
lead, a small portion of which settles 
in the sludge at the bottom of the 
tank or works into the scale and rust 
on the tank’s inner sides. 

When workmen go into such a tank 
without masks, they run the danger 
of poisoning—and it’s apt to be fatal. 

The experts warn that even though 
a tank may be free of fumes so there 
is no danger of explosion, it may still 
have enough TEL residue to make it 
dangerous to skin and lungs. 

DuPont has a booklet spelling out 
the steps to be taken so that the tank 
is absolutely safe. Furthermore, if 
you'll notify the company, they will 
send out an expert to supervise (but 
not boss) the cleaning operation. 


—NPN Washington Staff 
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NOW 
READY-— 


the 1953 edition 
of Platt's 
OIL PRICE 
HANDBOOK 


(30th Edition) 
COMPLETE- 


Petroleum Prices! 
Facts! 
... any oil price 
for any given day! 


Platt’s OIL PRICE HANDBOOK 
provides finger-tip information for 
busy oil executives . . . marketers 

buyers . . . sellers . . . com- 
pany and association statisticians 
: . research analysts ... ac 
countants .. . in fact, for anyone 
who deals with oil prices in any 
way, this hand book is a must 
to complete their 1954 business 
library. 


Platt’s OIL PRICE HANDBOOK 
contains all the vital oil price in 
formation for the year of 1953, 
accurately reported and published 
in one, complete single source 
package. You can find any oil 
price or any oil price change 
merely by turning to the appropri- 
ate conveniently die-cut marginal 
index . . . the low and high for 
any given day, the lows and the 
highs monthly and yearly averages 
for any given petroleum product. 


More complete than any of the 
29 previous editions, with a new 
and improved type style, the new 
Platt’s OIL PRICE HANDBOOK 
will continue to sell at $15.00 per 
copy. It comes to you in a durable 
and attractive cover, case bound. 
This edition is printed in a limited 
quantity, so rush your order for 
your copy today! 


SEND YOUR ORDER 
WITH PAYMENT TO 


OIL PRICE 
HANDBOOK 


McGraw-Hill Publ. Co.. Inc. 


330 W. 42nd Street 
New York 36, N. Y. 











PETROLEUM INDUSTRY INDICATORS 


um) WEEKLY PETROLEUM STATISTICS «Pp 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) . 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
*Crude oil—B. of M. (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 
* Day later 


I) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 

Exports of crude and refined products (thous. bbl.) 

Average station gasoline price, ex tax (¢ per gal.) 
**Gasoline consumption (million gal.) . . 

Service station building permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 

Automotive replacement tire shipments (thous.) 

Replacement battery shipments (thous.) . . 

Oil burner shipments (thous.) 


** Excludes Oklahoma 


Week Ended 


June 11, 1954 


171,303 
77,495 
24,807 
48,530 

276,185 


6,820 
679 
84.2 


22,934 
1,729 
9,792 
8,455 


6,396 
482 


Latest Month 


42,055 (Apr.) 
9,677 (Mar.) 
21.81 (June) 
4,056 (Mar.) 

531 (Mar.) 
515 (Apr.) 
80 (Apr.) 
4,935 (Apr.) 
1,197 (Mar.) 
47 (Mar.) 


NPN PRICE AVERAGES* 
Refinery/Terminal 


Gasoline 11.74 
Kerosine 10.35 
Distillate 8.95 
Residual 3.81 
4 principal 

products 8.87 
Lube oil 16.67 
Crude at 

well ($ 

per bbl.) 2.81 


* Weighted average price prin- 


cipal markets. 


Week Ended 
May 14, 1954 


175,750 
65,531 
21,590 
44,996 

273,924 


7,020 
615 
86.7 


24,050 
2,019 
8,953 
8,136 


6,327 
551 


Previous Month 


42,104 
9,965 
21.37 
3,527 

370 
510 
85 
4,350 
1,422 
43 


Week Ended 
June 12, 1953 


149,288 
79,185 
24,904 
43,595 

278,960 


7,026 
666 
91.8 


23,669 
2,322 
9,830 
8,605 


6,387 
788 
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SUPPLY AND DEMAND 


Gasoline Cut Back—The decrease 
refinery runs for week ended June 
11 appears to have been dictated 
by last week’s report that primary 
gasoline stocks were 15% above 
last year, while demand forecasts 
for June, July and August were 
only a fraction of 1% above the 
actual consumption in the same 
period of 1953. Crude runs to stills 
dropped 324,000 b/d for week 
ended June 11, as compared with 
the week before. Gasoline produc- 
tion by refiners fell 1,226,000 bbl. 
from 24,160,000 bbi. Gasoline 
stocks resumed their seasonal de- 
cline, withdrawals from storage 
amounting to 2.4 million bbl. 


Texas Cuts Allowables—In an ef- 
fort to reduce the nation’s stocks 
of crude and products, the Railroad 
Commission slashed Texas oil al- 
lowables by 190,234 b/d for July. 
The new quota of 2,801,704 b/d 
was recommended almost unani- 
mously by purchasers at the state- 
wide proration hearing. It is based 
on 16 days flow for all fields except 
Kelly-Snyder which will operate 15 
days; Sandusky, 13 days; and 
Pickton, 9 days. Chairman Ernest 
O. Thompson opened the hearing 
with the statement that supplies of 
crude and gasoline are excessive 
and that the gasoline marketed has 
increased less than expected this 
year. Ralph O. Dietler, board 
chairman for Stanolind Oil Pur- 
chasing Co., said excessive stocks 
must be worked off if the industry 
is to avoid “chaos.” On a 15-day 
schedule, the surpluses we have can 
be consumed during the summer. 


Oil Imports Sag — Total U.S. im- 
ports of crude oil and products 
showed a decline of 346,000 b/d 
for week ended June 11, as com- 
pared with the previous week. The 
API report indicated East of Cali- 
fornia imports fell 324,000 b/d 
from 1,091,700 b/d. California im- 
ports dropped 22,000 b/d from 
53,600 b/d. 


April Imports Drop — Imports of 
crude oil and products dropped to 
an average of 995,000 b/d in April 
from the average of 1,142,000 b/d 
in March. With an average of 
575,000 b/d, crude imports drop- 
ped from the 699,000 b/d March 
average. Residual oil imports de- 
clined to average 341,000 b/d, 
from the average of 400,000 b/d 
in March. 
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THIS FELLOW IS TRAINED IN YOUR BUSINESS. His 
main duty is to travel the country — and world 
— penetrating the plants, laboratories and man- 
agement councils... reporting back to you ev- 
ery significant innovation in technology, selling 
tactics, management strategy. He functions as 
your all-seeing, all-hearing, all-reporting busi- 
ness communications system. 


THE MAN WE MEAN IS A Composite of the edi- 
torial staff of this magazine. For, obviously, no 
one individual could ever accomplish such a 
vast business news job. It’s the result of many 
qualified men of diversified and specialized 
talents. 


AND, THERE'S ANOTHER SIDE TO THIS “COMPOSITE 
MAN,” another complete news service which 
complements the editorial section of this maga- 
zine — the advertising pages. It’s been said that 
in a business publication the editorial pages tell 
“how they do it”—“they” being all the industry's 
front line of innovators and improvers—and the 
advertising pages tell “with what.” Each issue 
unfolds an industrial exposition before you — 
giving a ready panorama of up-to-date tools, 
materials, equipment. 


SUCH A “MAN” IS ON YOUR PAYROLL. Be sure to 
“listen” regularly and carefully to the practical 
business information he gathers. 


McGRAW-HILL PUBLICATIONS 





NOW READY 


COMPLETE — a ae pret ++. any oil price the 19 5 3 


Platt's OIL PRICE HANDBOOK provides finger-tip information for busy 
oil executives . .. marketers . . . buyers... sellers . .. company and 


e,% 
association statisticians ... research analysts . . . accountants .. . edition O° 
in fact, for anyone who deals with oil prices in any way, this hand 
book is a must to complete their 1954 business library. ; 
Platt's OIL PRICE HANDBOOK contains all the vital oil price information Platt Ss 


for the year of 1953, accurately reported and published in one, 
complete single source package. You can find any oil price or any 


oil price change merely by turning to. the appropriate conveniently 
die-cut marginal index . .. the low and high for any given day, the 


lows and the highs monthly and yearly averages for any given 


petroleum product. 
More complete than any of the 29 previous editions, with a new HANDBOOK 


and improved type style, the new Platt’s OIL PRICE HANDBOOK will 
continue to sell at $15.00 per copy. It comes to you in a durable e.° 
and attractive cover, case bound. This edition is printed in a limited 30th Edition 
quantity, so rush your order for your copy today! 
SEND YOUR ORDER WITH PAYMENT TO 


OIL PRICE HANDBOOK 
McGRAW-HILL PUBLISHING CO., INC. 


330 W. 42nd STREET, NEW YORK 36, N. Y. 


Changes 


Gyatistics 
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Aroused NOJC Rips Suppliers’ Price Cutting 


The National Oil Jobbers coun- 
cil worked itself into a fight- 
ing mood at its summer meeting 
at Skytop, Pa., last week over 
price cutting by supplying com- 
panies to commercial  con- 
sumers. 

So disturbed were council 
members that they hinted 
strongly of seeking intervention 
of the Federal Trade Commis- 
sion (see editorial on page 37). 

And to prepare themselves for this 
possibility, they voted to raise addi- 
tional funds sufficient to almost double 
the appropriation for their Washington 
office. 

Feelings were expressed that the 
problem of commercial discounts, al- 
though of long standing, has become 
aggravated in recent months to the 
point where it imperils the jobber’s 
future as a distributor of gasoline. 

There were charges that some sup- 
pliers are selling to commercial con- 
sumers at prices 2.5¢ to 3.5¢ below 
the dealer tank wagon. 

To correct this condition, NOJC 
voted to launch a full-scale offensive 
based on these four points: 

—Before the next NOJC meeting in 
November, all member associations 
should explore legal and legislative 
possibilities of getting fair trade and 
minimum price laws passed in their 
respective states. 

—A qualified representative of FTC 
will be invited to appear at the No- 
vember meeting in Chicago to discuss 
issues and possible solutions, including 
the establishment of Fair Trade Prac- 
tice conferences. 

—Meanwhile, “so as not to delay 
action if resort to FTC is necessary,” 
jobbers will be asked to submit docu- 
mentary evidence of price discrimina- 
tions in sales to consumer accounts. 

—All supplying companies will be 
asked “positively” to state their policy 
position on pricing to commercial con- 
sumer accounts, “including whether 
they have any policy to enable their 
branded distributors to meet competi- 
tion.” 

This latter request was made, said 
NOJC, “to get such policy into the 
open.” 

Not Only Suppliers—At the outset, 
NOJC members agreed that some job- 
bers are guilty of the same unfair 


trade practices and should be cen- 
sured. 

But, they pointed out, many of the 
suppliers are selling to commercial 
accounts at prices lower than they sell 
to the jobber. 

Otis H. Ellis, NOJC’s Washington 
counsel, suggested that if a jobber 
wants to obtain the most advantageous 
price in his area, he should set himself 
up as a commercial consumer rather 
than as a reseller. 

During a lengthy and embittered 
debate of the problem, Sam Wilkes of 
Connecticut declared that the jobber’s 
future is in dire jeopardy and that now 
was the time for NOJC to depart from 
what he described as its passive posi- 
tion on such matters as price cutting 
to commercial consumers. 

Wilkes warned that unless NOJC 
took positive action on problems 
threatening the jobber’s future “you 
will find a diminishing desire among 
all jobbers to support NOJC.” 

“We are so busy working for the 
API and the OIIC,” Wilkes asserted, 
“that we can’t find time to work for 
NOIJC. They (the API) have taken us 
in and promoted us out of the way.” 

Wilkes continued that if NOJC was 
really serious about preserving the 
future of the jobbing segment it would 
establish a war chest to support its 
work by assessing every jobber in the 
nation $1 per week. If only 6,000 


jobbers agreed to make such a contri- 
bution, NOJC could build up a finan- 
cial reserve of $300,000 in a year, he 
pointed out. 

How It Works— To support his 
argument that the majors are forcing 
jobbers out of the gasoline business, 
Wilkes recited the following personal 
experience which, he said, happened 
in Hartford 10 or 12 days previously: 

For the past eight years (Wilkes 
related) his Crown Petroleum Co., of 
Hartford, has been supplying a 
70,000-gal. per year trucking account 
which it obtained originally by meet- 
ing a major company’s price. 

Two weeks ago a salesman for this 
company called on the head of the 
trucking firm and asked “what it 
would take” for the major to take 
over the account. The trucker replied, 
facetiously, “2.5¢ off the tank wagon.” 

To the trucker’s surprise, the sales- 
man said, “OK, I think we can make 
a deal.” 

Wilkes commented to NOJC that 
this 2.5¢ off the tank wagon “was my 
complete and entire margin.” 

After learning about the offer, 
Wilkes telephoned the major com- 
pany’s division office and protested. 
The manager disclaimed any knowl- 
edge of the salesman’s bid but said 
he would investigate immediately. 

Within a short time, the manager 
phoned back and said the reason the 





page 37). 


meeting. 


normal price. 


Division session. 





What NOJC Did at Skytop 


e Launched a four-point campaign designed to improve the jobbers’ 
position in sales to commercial consumer accounts (see editorial on 


e Voted to raise additional funds sufficient to almost double the 
appropriation for its Washington office. 

e Directed its executive committee to prepare plans “for a complete 
jobber educational program” in time for consideration at its November 


e Urged that the OIIC in 1955 increase its budget for local funds 
from the current $42,000 to not less than $100,000. 

e Suggested that jobbers might seek a clause in their contracts pro- 
viding that if a subnormal price exists for 90 days it then becomes the 


e Recommended that jobbers in individual communities band together 
to sponsor advertising programs promoting the sale of fuel oil. 

e Voiced its “unalterable” opposition to toll roads. 

e Decided in the future to meet only twice a year instead of three 
times, with the midyear meeting coinciding with the API Marketing 
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THE INDUSTRY 


offer had been made was that the 
salesman said he had seen a ticket in 
the trucker’s office which showed that 
Wilkes was giving 2.5¢ off the tank 
wagon and the salesman was meeting 
this price. 

Wilkes told the manager that he 
would hand over $2,000 in cash if the 
salesman could show them this ticket. 
If the salesman could not, he was to 
be promptly discharged. 

The manager conferred again with 
the salesman and then called back to 
report that the salesman now said he 
hadn’t actually seen the ticket, that 
the information “just was told to him 
by the trucker.” 

Wilkes concluded wryly that al- 
though the supplier finally withdrew, 
the matter wound up with his trucker 
friend also being angry at Crown Pe- 
troleum because Wilkes’ intervention 
had prevented him from obtaining a 
price 2.5¢ below tank wagon. 

Protests Rising—Otis Ellis, in his 
regular report to NOJC, said that 
complaints over price cutting on com- 
mercial accounts are greater than at 
any time since he became NOJC’s 
Washington counsel. 

Ellis said he has received uncon- 
firmed charges of suppliers selling to 
commercial consumers for as much as 
1¢ below the jobber’s cost in a partic- 
ular area. 

“It is not inconceivable,” Ellis de- 
clared, “that a jobber might, under 
a separate name, and in the capacity 
of a commercial consumer, solicit bids 
and obtain the same gasoline at a bet- 
ter price than he could obtain it by 
purchasing as a jobber. 

“I am of the opinion that unless the 





LATEST MANPOWER NEWS 


IN NEXT WEEK’S 
SERVICE STATION ISSUE 


The problem of manpower as 
it concerns suppliers—both ma- 
jor companies and jobbers—will 
be highlighted in NPN’s third 
annual service station issue, out 
next week. 

NPN will report on all phases 
of this problem, including the 
recruitment, selection and train- 
ing of dealers and the recruit- 
ment and training of station em- 
ployes. 

Other articles will report the 
new improvements in service 
stations, will review labor-saving 
equipment and round up TBA 
developments of the past year. 











se Serum 


currently aggravated situation on price 
discrimination multiplicity is not vol- 
untarily brought to a close, the FTC 
may find itself deluged with more 
complaints than they could investigate 
in the next 50 years.” 

Another place where suppliers are 
practicing discrimination, Ellis said, is 
in sales to service stations operated by 
post exchanges on various Army in- 
stallations. 

Below Tank Wagon—Ellis said he 
found on a spot check that virtually 
all of these stations were purchasing 
gasoline at prices less than the normal 
tank wagon price to commercial sta- 
tions in the surrounding area. 

“Many of these stations—particu- 
larly those of high volume—are ob- 
taining gasoline delivered into their 
tanks at the posted tank car price for 
the area,” Ellis contended. 

Virtually all post exchange sta- 
tions, he said, are selling below the 
retail prices posted by neighboring 
commercial gasoline dealers. 

If government officials, and partic- 
ularly those in the Department of De- 
fense, are truthful in saying that the 
government will take itself out of 
competition with private enterprise, 
“this elimination of service station 
competition would be a perfect place 
to start,” he said. 

“This situation poses not only the 
problem of government competition, 
but a problem of equal significance in 
that price discriminations are being 
made to the advantage of post ex- 
change stations over retail dealers who 
are struggling against price wars, high 
taxes, and generally increased costs of 
doing business,” Ellis said. 

“It is quite possible that the Senate 
(Small Business) Committee may not 
content itself with the government 
competition angle, but, in addition, 
might look further into the proposition 
of price discrimination. 

“I presume that if such is done, the 
old ‘good faith’ flag will again be un- 
folded and waved with considerable 
vigor in the board rooms of practically 
every integrated supplier in the coun- 
try.” 


EDUCATION 


The executive committee declared 
it is “imperative” that a planned, or- 
ganized program for education and 
specialized training of jobbers be 
initiated. 

This program, the committee said, 
should include both training within 
state associations and the utilization of 
public educational facilities at various 
levels. The two programs, it was said, 
should be so coordinated as to comple- 
ment and supplement each other. 


The principal burden of putting the 
programs into effect, the committee 
found, will rest on the state associa- 
tions, aided and assisted by the facili- 
ties of the national council. 


PUBLIC RELATIONS 


As it did a year ago, NOJC urged 
that a larger portion of Oil Industry 
Information Committee expenditures 
be devoted to local projects. It urged 
that for 1955, OIIC should increase 
its budget for local funds from the 
current $42,000 to not less than 
$100,000. 

The council also suggested that 
OIIC liberalize its restrictions govern- 
ing the use of local funds so that 
“complete authority for expenditures 
should rest in the hands of each dis- 
trict chairman.” 

Earlier, NOJC heard M. S. Hauser 
of the Ohio Oil Co., chairman of 
OIIC’s Jobber Activities Subcommit- 
tee, declare that the national OIIC 
welcomes the continued and increased 
help of jobbers in planning and carry- 
ing out the OIIC program. 

Many jobbers, he said, have had a 
hand in developing the current pro- 
gram which “we believe” is a good 
program, “although nobody claims it’s 
perfect—least of all the national 
OLIc.” 

“That’s why we earnestly seek your 
continued help—your increased help 
—in planning and developing the pro- 
gram as well as in carrying it out,” 
he said. 

Hauser said that OIIC, since its 
inception, has had the “almost im- 
possible job” of planning a public in- 
formation program that would satisfy 
all the different segments of a widely 
divergent industry. 

“In such a situation it’s not surpris- 
ing that the family disagreements be- 
gan with the honeymoon and have 
continued more or less ever since,” 
Hauser said. 

“I can assure you that we, in the 
national OIIC are our own most 
severe critics. Any criticism of the 
program by others is likely to be mild 
in comparison.” 

During the past two or three years, 
he reported, more materials have been 
prepared for dealer and jobber use 
than ever before, and new and effec- 
tive ways to use them have been de- 
veloped. 

One of these new tools for jobbers 
is an illustrated brochure entitled 
“When You Help—You Help Your- 
self,” he explained. It gives case his- 
tories of what the OIIC has meant to 
jobbers who worked in the program. 
A second brochure telling tank wagon 
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salesmen about the program is being 
prepared now, Hauser revealed. 


JOBBERS CONTRACTS 


A report of NOJC’s Marketing 
Committee suggested that individual 
jobbers might seek the inclusion of a 
provision in their contracts with sup- 
pliers providing that if a subnormal 
price exists for 90 days it then be- 
comes the normal price and the nor- 
mal jobber margin is restored. 

This would protect the jobbers in 
price war areas. It was pointed out 
that in some areas “subnormal” prices 
have prevailed for three years or more 
and the question then becomes “when 
does the subnormal become the nor- 
mal.” 


FUELS POLICY 


NOJC’s Fuels Policy Committee 
suggested that fuel oil distributors in 
individual communities band together 
to finance and stage their own adver- 
tising and public relations programs to 
promote the sale of fuel oil. 

The committee is prepared to furn- 
ish any jobber with the names and ad- 
dresses of the numerous communities 
which have “vigorously promoted the 
benefits of fuel oil.” 

To help achieve the ultimate goal 
of successfully promoting fuel oil 
sales, the council: 

—Opposed any further legislation 
for the imposition of end-use controls 
of fuels. 

—Opposed any further legislation 
for the restriction of imports. 

—Voted to sponsor legislation to 
eliminate federal government control 
of prices on natural gas. 





Sam B. Wilkes, president of 
Crown Petroleum Corp., of Hart- 
ford, Conn., and his sales manager 
Frank Kundahl, have participated 
in many discussions with other 
Connecticut oil jobbers on major 
company discounts to commercial 
accounts. During the past two 
years the problem has been espe- 
cially aggravated in that state. 

By agreement, Wilkes takes part 
in National Oil Jobber Council 
activities, while Kundahl represents 
the company at Connecticut Petro- 
leum Assn. meetings. 

Wilkes has built a flourishing 
business which distributes, under 
the Richfield brand, more than 
50,000,000 gal. of products an- 
nually. Once a Sinclair salesman in 
western New York, he started his 
own business more than 20 years 
ago in Springfield, Mass. 








FTC Reading Report 


On Tire Commission 


The Federal Trade Commission is 
drafting a report on the payment of 
“overriding commissions” to 23 oil 
companies on tire sales by three major 
rubber companies, says the Senate 
Small Business Committee. 

It is understood that FTC is seeking 
to determine whether such practices 
violate the Robinson-Patman Act or 
the Federal Trade Commission Act. 

A staff report circulated to congress- 
men and certain other government 
groups, says the FTC report outlines 
the practice in question as follows: 

The oil company is given a 7.5% 
commission on the rubber company’s 
sales to the oil firm’s jobbers and 10% 
on sales to dealers. 

The oil company does not partici- 
pate directly in distribution of the 
tires, which is handled by the tire 
company through its outlets to the oil 
jobber or dealer. 


Calso Buys Two Jobbers 


Two Pennsylvania jobber companies 
formerly owned by the bankrupt 
Petrol Terminal Corp. of Philadelphia, 
have been bought by the California 
Oil Co. from the trustee in bankruptcy 
for about $1,600,000. 

One is the Lehigh Valley Oil Co., 
of Allentown, Pa.; the other is Auto- 
motive Service Co. of Reading, Pa. 

Both companies will continue to 
operate as jobbers and both will con- 
tinue to handle Calso products. 
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FTC to Hear Jobbers 


On ‘Detroit Case’ Views 


The Federal Trade Commission has 
opened the door of the “Detroit case” 
just wide enough to let several jobber 
groups in to present their views on 
why FTC should reconsider its 1953 
order against Standard Oil Co. 
(Indiana). 

FTC has not, however, taken any 
action on Indiana Standard’s own 
petition requesting FTC to declare its 
1953 order void. 

Nevertheless, last week’s action re- 
garding the jobber petitions tended to 
buoy hopes of those opposing the 
present order. They feel now there 
is a good chance that FTC will reopen 
and re-examine the 14-year-old case. 

Correct or not, the feeling has per- 
sisted that if the present commission 
should study the case it would arrive 
at a different conclusion than the “old 
FTC majority which issued the 1953 
order.” 

These were the developments: 

e FTC granted Empire State Petro- 
leum Assn. and Ohio Petroleum Mar- 
keters Assn. permission to file briefs 
in support of their earlier petitions 
that FTC’s 1953 order be “clarified.” 

e FTC granted Citrin-Kolb, one of 
the four Detroit jobbers directly in- 
volved, permission to file a brief sup- 
porting Indiana Standard’s petition. 

e The agency received a petition to 
intervene from the National Oil Job- 
bers Council and it was expected that, 
in view of the action on the other 
jobber groups, that NOJC would be 
permitted to file a brief, too. 

The jobber groups are concerned 
for two principal reasons: 

1. They point out that the FTC 
order requires the supplier to charge 
the jobber the tank wagon price on 
that portion of the products which 
the jobber retails through his own 
outlets. This, the jobbers feel, de- 
prives them of their jobber margin 
even though their facilities and han- 
dling are involved. 

2. The provision that a supplier 
can not charge his retailers more than 
the jobber charges his retailers puts 
the supplier in the position of being 
forced to follow the price move of 
any of his jobbers. This, it is feared, 
would cause suppliers to be reluctant 
to deal through jobbers, and thus 
might tend to reduce the availability 
of suppliers. 
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Pennzoil Billboard Uses Photo Technique 


The illustration of a driver’s foot on the accelerator in Pennzoil Co. of 
California’s outdoor advertisements is the first known use of stroboscopic photo 
technique in outdoor design. Pennzoil is using outdoor ads for the first time 
in 10 years as it opens its summer campaign this month in 12 western and 


Pacific Coast states 





Petersen Pins Imports Woes on Gas 


President T. S. Petersen of 
Standard Oil Co. of California 
has laid the blame for domestic 
crude oil supply troubles on nat- 
ural gas, not imports. 

This contention accompanied an 
announcement by Petersen’s company 
that it will cut its oil imports 9,600 
b/d below levels previously planned 
for the remainder of 1954. But he 
emphasized that this “does not reflect 
a change in our opinion that the level 
of imports to date has done no more 
than supplement domestic supply.” 

In laying the responsibility for the 
oil industry’s supply ills to natural 
gas, Petersen said, “Tremendous in- 
creases in natural gas utilization in just 
seven years since 1946 have had a 
far more important effect than have 
oil imports. 

“In 1946, Texas marketed natural 
gas (including natural gas liquids) 
equivalent to 902,000 b/d of crude 





Imports Decision Soon 


Legislation to extend the Re- 
ciprocal Trade Agreements pro- 
gram (and preserve the imports 
status quo) was slated for Senate 
action this week. The House has 
approved a One-year extension, 


while 20 Democratic senators 
are pressing for a_ three-year 
extension. 











oil. By 1953, this volume had in- 
creased to the equivalent of 2,281,000 
b/d an increase of 1,379,000 b/d. 

“Over the same period, Texas crude 
oil production increased by 725,000 
b/d to a figure of 2,808,000 b/d. 
These large increases in production 
of gas and crude oil resulted in Texas 
supplying 28% of the nation’s total 
energy requirements in 1953 compared 
with only 20% in 1946,”—he said. 

“This total increase of 2,104,000 
b/d of oil equivalent in only seven 
years compares with a relatively small 
increase in total United States crude 
and fuel oil imports of 663,000 b/d. 

“The natural gas liquids phase in 
this situation should be emphasized 
in that production of these products in 
the U. S. averaged 660,000 b/d in 
1953. 

Cities Service Co. has _ notified 
Chairman Ernest O. Thompson, Texas 
Railroad Commission, of a planned 
increase in imports. Cities Service said 
it has contracted for Gulf Oil Corp. 
to supply products from its Philadel- 
phia refinery, using Kuwait crude 
furnished by Cities Service. Deliveries 
would amount to 11,000 b/d for four 
months starting last March, stepping 
up to 16,000 b/d for the next four 
months and 21,000 b/d thereafter. 

But President B. S. Watson of Cities 
Service added: “It should be pointed 
out that even with the increase in 
imports, our total imports for 1954 
will average only 14,200 b/d, or less 
than 1.5% of the current rate of pe- 
troleum imports into this country. 


INDUSTRY BRIEFS 





Shell Oil Co. has upped jobber gaso- 
line margins at a number of points 
east of the Rockies. Transportation 
costs, coupled with the current tank 
wagon price, permitted the action, the 
company said. The adjustments are 
based on existing tank wagon prices, 
Shell emphasized, and, in event of a 
change in this price structure, will be 
subject to review. 


Total spending for highway pur- 
poses is expected to reach $6.4 billion 
in 1954, an increase of $600 million 
over 1953 and $1.1 billion over 1952, 
the Bureau of Public Roads has an- 
nounced. 


American TCP Corp. has agreed to 
an extension until July 6 for Shell Oil 
Co. so Shell can prepare an answer to 
a motion for injunction made by 
American TCP. The motion, aimed 
primarily at stopping Shell from claim- 
ing TCP as a trademark, will be heard 
in U.S. Court for the Southern Dis- 
trict of New York. 


A request has come from Armed 
Services Petroleum Purchasing Agency 
for proposals to operate a government- 
owned 750,000 bbl. oil storage depot 
at Mukilteo, Wash., 25 miles north of 
Seattle. A conducted tour of the facili- 
ties will be held July 15, and bids are 
to be made by August 10. 


The union has accepted a 5¢ hourly 
pay increase, averting a strike of 450 
members of AFL Petroleum Drivers 
Local 545 at Cleveland. Other condi- 
tions are three weeks’ vacation after 
15 years’ service, a 6¢ hourly night 
shift differential and Washington’s 
Birthday as a seventh paid holiday. 
The union originally demanded a fiat 
20¢ hourly wage hike. 


Armed Services Petroleum Purchas- 
ing Agency is seeking an operator for 
the 103,000-bbi. Air Force oil depot 
at Tacoma, Wash. Those desiring to 
submit proposals may visit the depot 
on July 14 only, ASPPA said, and 
should have for identification a copy 
of request for proposal No. 54-N-129. 


Construction has begun on a new 
Platformer at the Shell Haven refinery 
of “Shell” Refining & Marketing Co., 
Essex, England. Scheduled for com- 
pletion near the end of 1955, the plant 
will be able to produce about 5,760 
b/d of high octane components for 
blending into premium quality fuel 


_ for the London area. 
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Gas Turbine Still ‘an Experiment’ 


The age of the automotive gas 
turbine engine may be dawning, 
but General Motors spokesmen 
seem agreed that the turbine 
will not have an immediate ef- 
fect on the oil industry. 

In its progress report to the Society 
of Automotive Engineers this month 
in Atlantic City, General Motors calls 
the turbine an uncompleted research 
development with the final answers 
yet to be found. 

Early in June GM unveiled its gas 
turbine bus. In January GM intro- 
duced the Firebird and last March 
Chrysler came out with its Plymouth 
gas turbine. Ford, too, is conducting 
research on a gas turbine. 

While Chrysler reports its turbine 
delivers acceleration and fuel economy 
comparable with current piston en- 
gines, automotive engineers feel that 
the turbine program is now at about 
the same stage as Diesels were several 
years ago. 

There was speculation then that the 
Diesel would replace the gasoline 
engine. Instead, the Diesel found its 
place as heavy-duty automotive power 
but has not replaced the gasoline en- 
gine. There remain many problems to 
overcome before the turbine competes 
with piston engines. 

Even if a gas turbine suitable for 
mass production is developed within 
the next year, it would take another 
three years to tool up for it, engineers 
say. Then, with some 53 million motor 
vehicles on the road, it would be at 
least 12 to 15 years before they are 
replaced by turbine engines. 

James C. Zeder, Chrysler Corp., 
vice president, foresees a gas turbine 
car in the next 10 years. Others in 
automotive circles are more con- 
servative. They maintain the problem 
of strategic metals is the biggest 
obstacle. Right now scarcity of these 
metals preclude any plans for mass 
turbine production. 

Research is going on to develop 
noncritical materials that would elim- 
inate this bottleneck. 

GM tackled the turbine problem by 
emphasizing mechanical simplicity 
and reliability rather than fuel econ- 
omy. Now, with more than 1,000 
hours of dynamometer operation and 
more than 2,500 hours of test driving 
the Firebird and bus (the Turbo- 
Cruiser), GM is working on a light, 
compact heat exchanger. 

In putting a turbine in a GMC bus, 
GM used a modified version of its 
Firebird engine. The exterior of the 


turbine bus differs from a conven- 
tional bus only in a vertical exhaust 
stack to discharge exhaust through a 
rear roof panel. 

More Power—There was no at- 
tempt to achieve fuel economy in the 
bus. In fact, the bus turbine will use 
about twice the fuel consumed by a 
Diesel engine in a comparable bus. 
However, the bus turbine is 350 horse- 
power, while most bus Diesels rate 
about 160 to 200. 

In a preview of the bus, it was noted 
that acceleration was slow and the 
engine noisy. GM says the noise and 
acceleration are not serious problems. 
All in all, GM reports that with proper 
design consideration the gas turbine 
is as safe as any contemporary en- 
gine. 

The GM bus turbine uses a stand- 
ard 12-volt starting motor. It takes 
about 20 seconds to start the turbine. 
A conventional battery of the type 
used in 12-volt bus systems is ade- 
quate. 

Lubricants—Lubrication _require- 
ments of the gas turbine are not 
severe. The lubricant is never exposed 
to the combustion area or to the prod- 


Secondary Stocks 


Following a nine-month pat- 
tern, total secondary inventories 
of four major liquid fuels—gas- 
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ucts of combustion. Oils with rather 
low viscosity and with little tendency 
to foam are used. So far, experience 
indicates commercially available pre- 
mium motor oils will do the job. 
In its report General Motors says: 
“As operating temperatures are in- 
creased, requirements of the lubricant 
become more stringent, as it then must 
withstand the ‘soaking’ condition to 
which it may be exposed. When the 
unit is shut down, the heat from hot 
zones soaks through the shaft into the 
bearings and may cause the oil to 
coke if these temperatures rise above 
the limiting temperature of the oil. 
“On a subsequent start, the coke 
and carbon would have an adverse 
effect on the bearing. This condition, 
however, has never been experienced 
with the Whirlfire engines. Further, in 
these engines the oil consumption is 
so low that it has not been measured. 
An Added _  Factor—Automotive 
men also point out that many manu- 
facturers have just completed retool- 
ing for new engines. Considerable 
thought will be given to amortizing 
those expenditures before going into a 
full production turbine program. 
Complete retooling for a new piston 
engine in a passenger car involves 
from $40 to $50 million. 


Continue Decline 


oline, kerosine, distillate and re- 
sidual—were off 1.1 million bbl. 
(3%) April 30 from a year ago. 


April 30 April 
1954 1353 
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15,635 38,203 
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1,550 2,707 
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TRANSPORTATION 


American Pipe Line Corp. is 
completing plans for a proposed 
products pipe line that would 
link Texas, the Midwest and the 
East Coast. 

The line, 1,475 miles long 
with a scheduled ultimate capac- 
ity of 500,000 b/d, was given 
added impetus when the govern- 
ment last week granted a 40% 
rapid tax write-off for the proj- 
ect. American Pipe Line claims 
the new artery will be in full 
operation by spring, 1955. 

Company spokesmen said most of 
the right-of-way has been acquired 
and orders have been placed for most 
of the pipe. 

World’s Largest Line—The pro- 
jected pipe line would extend from 
the Houston-Beaumont, Tex., area 
through Shreveport, Memphis, Louis- 
ville, Cincinnati, Pittsburgh, Harris- 
burg to Newark, N. J. In all, it would 
run 1,475 miles, with 485 additional 
miles of feeder and distribution lines. 
Plans call for a 26-inch from Beau- 
mont to Louisville, Ky., and 24-inch 
from there to Newark. Some 15 take- 
off points are plotted. 

En route, the company points out, 
the pipe line can serve 157 military 
defense installations and 65% of the 
national defense production facilities 
in the Mid-West and East Coast areas. 
American Pipe Line officials claim 
the line can benefit the national econ- 
omy through: the purchase of 437,000 
tons of steel pipe, many thousands 
of tons of pumps, motors and equip- 
ment costing millions of dollars, em- 
ployment of 8,000 men on 20 con- 
struction “spreads” and through the 
later continued employment of 600 
men in the pipe line’s operations. 

Total proposed investment for the 
pipe line system is put at $170 million. 
It is to be financed, owned and oper- 
ated by private enterprise as a non- 
shipper-owned, common-carrier line. 

Reserve Capacity—Initial commer- 
cial volume of the line will approx- 
imate 250,000 b/d. The company 
proposed to the Office of Defense 
Mobilization that it build into its pipe 
line an additional “stand-by” capacity 
of 250,000 b/d. With the necessary 
pumping capacity added later, a com- 
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plete 500,000-b/d capacity products 
pipe line system would be made avail- 
able for service during national emer- 
gencies. (The line is planned for 22 
times the capacity of the “Little Inch” 
line of World War IL.) 

In return for providing the excess 
capacity, with their own finances, the 
company requested increased tax 
amortization, above the normal 25% 
rate. On the basis of the proportion- 
ately larger investment, it asked for 
a rate of 50% so that an average rate 
of approximately 40% of accelerated 
amortization would prevail on the 
total depreciable investment. 

It was the company’s proposal that 
upon approval of the ODM, it would 
immediately initiate procedures. These 
would include the obtaining of “letters 
of usage”, in addition to those it al- 
ready had. They would enable the 
company to start construction of the 
pipe line, with the view that sub- 
stantially all the pipe would be in- 
stalled in the ground before winter 
weather could suspend construction 
activities. 

The green light was received with 
a letter from the ODM Director A. S. 
Flemming. It read, in part: “From 
the standpoint of national defense the 
government wants to have available 
between the Gulf Coast and the East 
Coast the added pipe line capacity 
you plan to build. Since approximately 
half of the proposed capacity of 500,- 
000 barrels is in excess of the initial 
commercial volume and will be pro- 
vided to meet defense needs, we have 
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decided to increase the amount of tax 
amortization from 25 to 40%.” 

American’s Personnel—To maintain 
the pipe line company’s status as a 
“non-shipper-owner”, it was provided 
that no oil companies, nor their execu- 
tives, can own stock in or control the 
operations of the American Pipe Line 
Corp. 

Henry James, a New York attorney 
who is a specialist in corporate legal 
work and corporate finance, is acting 
as president of the company, pending 
completion of the company’s early 
organization and financial activities. 
He will then become secretary and 
general counsel. He also is a director. 

Paul Ryan has been engaged by the 
company as its chief consultant. Since 
1946, at the suggestion of various oil 
companies, Ryan had pioneered in 
providing large-volume products pipe 
lines for overland transportation of 
refined products from the Gulf Coast 
to the East Coast. 

J. T. Irvine, executive with Ryan 
when the latter was in the service of 
Shell Oil Co., is treasurer and di- 
rector of American Pipe Line. 

Johnston Avery, vice president and 
director of International-African Corp. 
which is developing, mineral resources 
in Liberia and the African Gold Coast, 
also is a company director. 

Burt E. Hull, formerly president of 
the Texas Pipe Line Co., president of 
Trans-Arabian Pipe Line Co. and 
vice president and general manager 
of War Emergency Pipe Lines Corp., 
will serve in a consulting capacity. 











FPC Approves Northwest Gas Line 


Fuel oil jobbers in the north- 
west can expect tougher compe- 
tition from natural gas in the 
not-too-distant future. 

Federal Power Commission has 
authorized Pacific Northwest Pipeline 
Corp. of Houston to build a 1,466- 
mile natural gas pipe line from New 
Mexico’s San Juan Basin to Belling- 
ham, Wash., serving 50 cities along 
the route. 

The FPC decision eliminated the 
Westcoast Transmission Co., which 
would have used a Canadian supply, 
and four other companies that origin- 
ally had filed applications for the 
right to build the first natural gas 
pipe line into the Pacific Northwest. 

The proposed line will serve west- 
ern Colorado, eastern Utah, south- 
western Wyoming, Idaho, Oregon and 
Washington. 

In a related action, FPC also ap- 
proved an application by Colorado 
Interstate Gas Co. to build marketing 
facilities in some areas of Wyoming 
and Colorado, including Denver. This 
company will get its gas from Pacific 
Northwest's pipe line. 

Pacific Northwest plans a rate (to 
utility companies) of 30.5¢ per thou- 
sand cu. ft. at a 100% load factor 
(related to percentage of capacity 
used) and 35¢ thousand cu. ft. at 
a 70% load factor. The pipe line is 
estimated to cost $160 million for 
the first year of operation, increasing 
to $187.8 million in the third year as 
the line is expanded. 

The line will have 327 miles of 
sales laterals and 14 compressor sta- 
tions. 

In choosing Pacific Northwest over 
the Westcoast firm, FPC said it didn’t 
want U.S. consumers dependent on 
a foreign source of supply “without 
some intergovernmental agreement as- 
suring continued adequacy of supply. 

“Otherwise, all control over the 
production, allocation and transporta- 
tion to our border would be in the 
hands of agencies of foreign govern- 
ments, whose primary interest would 
of necessity always be in the needs 
and advantages of their own people 
rather than in the interests of Ameri- 
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can consumers.” 

Also, FPC said, the area and popu- 
lation to be served through Pacific 
Northwest’s project greatly exceeds 
those proposed to be served by other 
applications. 

Some of the cities on the service 
list are Cortez, Colo.; Vernal, Utah; 
Kemmerer, Wyo.; Pocatello, Twin 
Falls and Boise, Idaho; Portland, 
Eugene, Salem and Pendleton, Ore., 
and Walla Walla, Spokane, Seattle, 
Tacoma, Bellingham, Everett, Van- 
couver, Pasco, Yakima and Wenat- 
chee, Wash. 


Mid-Continent Chalks Up 
Perfect Safety Record 


Mid-Continent Petroleum Corp. has 
completed 12 months without a single 
vehicle accident involving personal 
injury or property damage and has 
been awarded a Gold Seal Certificate 
of Achievement by the Private Truck 
Council of America, Inc. 

For 40% reduction in accident fre- 
quency rates, two divisions of Mid- 
Continent of Tulsa and three divisions 
of Shell Oil Co., New York, receive 
Red Seal Certificates of Merit. 

Other award winners were Mid- 
Continent, Service Pipe Line of Tulsa 
and Shell Oil Co., Marion, Ind. 











THE 


Serving Particular Oil Men 
In Every State of the Union 


Morrison 
Fig. 300 


Features of the Outstanding 300 


Compound trigger action assuring smooth, controlled 
flow at all times, regardless of pressure. Oversized 
packing rings give extra long leak-proof service. 


Trigger guard easily replaced in case of damage. 
Curved tubing spout locks in any desired position. 


300! 


MoR RISON . 
Qe > 





MORRISON BROS. COM PANY 


OllL EQUIPMENT HEADQUARTERS 


DUBURQ'! 


June 23, 1954 * NATIONAL PETROLEUM NEWS 


E 


A, 





A CANADIAN REPORT. 


MORE CARS AND PEOPLE in Ottawa (above) and other cities in Canada are important factors in analysis of .. . 


How Canadian Oil Marketing ‘Catches Up’ 


Oil marketing is coming into its own in Canada. It’s had to. 
Canada’s meteoric industrial development since the war—in raw 
materials, chemicals and general manufacturing—created a robust 


oil demand that is still climbing 
6% a year. 

There’s been no lack of oil 
products to supply this demand. 
Plenty of crude is available from 
hooming production in the lush 
fields of the Prairie Provinces 
and from the U.S. and overseas. 
Refining expansion has been 
rapid. 

With supply assured, Cana- 
dian oil companies are now tak- 
ing a closer look at the market 
place, where competition is get- 
ting hotter by the week. There, 
the demand potential has been 
an international lure—drawing 
U.S., British and Belgian capi- 
tal into the rush for Canadian 
dollars. 

The oil companies are also looking 
hard at some basic facts in the oil 
marketing picture. 

e Canada looks for an_ uninter- 
rupted rise of 6% a year in oil con- 
sumption for the immediate years 
ahead. Vehicle registrations are over 
3,400,000 and climbing steadily. 

There is an unsatisfied demand for 
oil heat. Population is growing faster 
in Canada than in the U.S., aided by a 


20 


high immigration rate of 200,000 a 
year. The trend to the suburbs is just 
hitting its stride. Pressure is growing 
for more and better roads. Canadian 
farms are adding tractors at a steady 
rate. 

e Recent refinery additions and 
expansions have brought capacity up 
to the point where everyone has an 
abundant supply of products seeking 
a share in the market. 

e Oil consumption in Canada 
should rapidly catch up with levels 
attained in the United States. On a 
per capita. basis, that means boosting 
Canada’s present annual rate of 12.7 
bbl. to the U.S. rate of 17.8 bbl. There 
will be greater automobile saturation. 
Canada now has only one car for each 
6.3 persons. 

The U.S. has one car for each 3.7 
persons. Annual car mileage should 
go up from 7,500 to the U.S. average 
of 9,500. 

e Canada is 45% self sufficient in 
crude supply for its refineries. That 
brings up a puzzling question: The 
flow of crude from the western pro- 
vinces will be larger next year. Will 
it move to the distant refineries in 


eastern Canada, or to more convenient 
U.S. markets? 

On this point, Canadian oil men 
recall that following the discovery of 
large new producing fields in Alberta, 
pipe lines in rapid succession were 
built westward to the Pacific coast, 
then eastward to the head of the 
Great Lakes, and now still further 
east to Sarnia. 

Now all refineries as far east as 
Toronto are running on Canadian 
crude, with the exception of Sun Oil’s 
Sarnia plant, which gets U.S. crude 
from Toledo. 

Refining in East—The other 55% 
of Canadian refinery throughout is 
represented by four big Montreal 
refineries. A fifth east coast refinery 
is being built at Halifax. In two years 
a sixth, the new Petrofina refinery at 
Montreal, will be added to the group. 

Complete self sufficiency involves 
more than pipe lines and tankers. 
Even to put Prairie crude into the 
Ontario refineries on a competitive 
basis, it was necessary to reduce the 
price. To move crude from the west- 
ern provinces as far east as Montreal 
would bring it into competition with 
present sources of supply. Crude can 
now be brought into Montreal from 
the U.S. Gulf, from South America, 
or from the Middle East by tanker, 
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JUALITY PRODUCTS flow from new refineries ALBERTA wells keep crude coming FARM DEMAND for oil is big and growing 





I1ODERN STATIONS should increase in number rapidly 
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E OF FEW JOBBERS operating in Canada is Sol Shoichet (left) 
of Lion Oil Co., Toronto. With him 


or by pipe line from Portland, Me. 

Some think the Canadian oil indus- 
try will do as well to remain about one 
half self sufficient, and sell its increas- 
ing flow of crude to U.S. markets. 
In the Pacific Northwest, for example, 
new refineries are now being built by 
Shell and General Petroleum to run 
on Canadian crude. 


THE MARKET FIGHT 

General Canadian prosperity may 
well guarantee prosperous times ahead 
for the oil industry as a whole. But 
pickings are no longer easy in oil 
marketing. In Canada, as in the U.S., 
oil men are confronted with the 
reality of stern competition. 

Last year Shell Oil of Canada be- 
gan heavy advertising for its TCP 
gasoline, and is reported to have 
gained some gallonage. More recently 
Sun Oil of Canada dropped its single 
grade gasoline from the premium to 
the regular gasoline price level. The 
well-advertised price cut is said to have 
brought Sun some gallonage increases. 

Petrofina Moves In—Besides these 
moves by established marketers, Cana- 
dian oil companies must reckon with 
a new contender. This is Canadian 
Petrofina Ltd., an _ entirely new, 
Belgian-financed oil company that be- 
gan marketing operations late last 
year in the Montreal area. The “Fina” 
brand has made fast time in appear- 
ing at good station sites. The company 
is carrying on a large-scale new con- 
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struction program and makes no sec- 
ret of its intention to expand into 
other areas. Petrofina is also going 
forward with financing and pre- 
liminary plans for its own refinery, 
to be built in Montreal. 

It thus becomes the second oil com- 
pany to invade the Canadian market 
in postwar years. The first was 
Trinidad Leaseholds, backed by Brit- 
ish capital, which came into the 
Ontario area some five years ago, 
buying a small refinery near Toronto. 
Trinidad markets gasoline under the 
“Regent” brand. 

Dollars for Marketing—Amid all of 
this quickening competition, Canadian 
oil men have one comforting thought. 
They anticipate a diversion of capital 
investment funds away from crude 
production and into marketing. Fi- 
nancing Canada’s sudden rise as a 
major crude producer took a lot of 
capital. To each company with a stake 
in the oil fields, it seemed desirable 
initially to pour in the money to be 
sure of an adequate share of the new, 
potentially huge crude profits. 

Stations Coming—Now there can be 
less emphasis on crude development, 
and more on maintaining position in 
the market. This effort is expected to 
take the form of a wave of new service 
station construction that may last well 
into the future. This may not result 
in any net addition to the total num- 
ber of service stations. Canada already 
has some 45,000 outlets where gaso- 
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line is sold. Of these it is estimated 
that about 30,000 are true service 
stations, with gasoline the main busi- 
ness. 

Considering a registration of slightly 
in excess of 3,400,000 vehicles, this 
averages out roughly to 113 vehicles 
per station. In the United States, 
with its preponderance of dense metro- 
politan communities, there are about 
200,000 service stations to take care 
of 54,000,000 vehicles. That’s an aver- 
age of 270 vehicles per station. Oil 
men say that what Canada needs is 
better stations in different places. 

This ties in with the growth of 
suburban communities and the con- 
struction of new highways. Both 
create a need for new stations, and 
in a gradual way tend to make old 
station locations obsolete. 

Farm Demand Good—tThe farm 
market also will contribute a share 
of the total expansion in Canada. How 
large a share is not easily estimated. 
Gasoline consumption for tractors is 
already large. Farm mechanization 
has proceeded in Canada at a faster 
pace than the increase in other types 
of oil consuming units, such as motor 
vehicles and oil heated homes. Three 
out of four Canadian farms already 
have tractors. Nevertheless it is esti- 
mated that the number of new tractors 
sold last year added 5% to the total 
in use, which is about on a par with 
the increase in tractor use in the 
United States. 


NATIONAL PETROLEUM NEWS * June 23, 1954 


from this Imperial Oil bulk plant in 
the Western Prairies supplies farm and business customers 








Sales to farmers are a more im- 
portant segment of the market in 
Canada than in the United States. 
This can be seen from a comparison 
of the ratio of tractors to cars and 
trucks. In the U.S. there is one farm 
tractor for every 13 highway vehicles. 
In Canada the ratio is one tractor for 
every 7.2 highway vehicles. 

Heating Oil Trade—tin the heating 
oil field, consumption is already at a 
high level. So much so that the ratio 
between gasoline and distillate is out 
of balance, and Canada has to import 
to meet the heating oil demand. Some 
oil men estimate that Canada imports 
as much as 15% of its middle distil- 
late requirements. 

Still, only one third of Canadian 
homes are oil heated. The other two 
thirds constitute a large unsatisfied 
demand for automatic heat. There is 
but little natural gas available, al- 
though first steps are under way to 
bring in gas. While gas will eventually 
share in the heating demand, for the 
present Canada is a potentially bigger 
fuel oil market than at present. 

All of these figures point to plenty 
of capacity in the Canadian market to 
absorb more oil products. They ex- 
plain why oil men are confident about 
that steady 6% annual increase. 





On the Cover 


Pictures on this week’s cover 
show (1) a representative station 
of Supertest Petroleum Corp. 
Ltd., (2) a fluid cat cracking 
unit at Imperial Oil’s Edmonton 
refinery, (3) truck filling at an 
Imperial Oil bulk plant near the 
Edmonton refinery, and (4) an 
Imperial Oil rig in the Redwater 
field, Alberta. 











MARKETING METHODS 


While Canadians conduct oil mar- 
keting operations along lines familiar 
to U.S. oil men, there are some ways 
in which they do things differently in 
Canada. 

First, local governments can accept 
recommendations from dealer associ- 
ations on station closing hours and 
write them into city ordinances, or by- 
laws. The city of Toronto has for 
some years required all stations to 
close at 7 p. m. Other communities 
have similar regulations on closing 
hours, although they are by no means 
universal. 


The Toronto closing rule has created 
a good nighttime business for many 
new stations in the flourishing Toronto 
suburbs, where night operations are 
unrestricted. The stations draw extra 
business from residents of the city 
proper. 

In some areas a minimum mark-up 
or margin of 20% on service station 
prices has been successfully main- 
tained. Some oil men attribute this 
to organized efforts of local dealer 
associations. 

Dealer margins range between 4.0¢ 
and 7.5¢ per gal., averaging nearer the 
higher figure. In view of the 20% 
larger gallon, these are not high mar- 
gins. But marketing officials point out 
that as soon as margins move up be- 
yond 5.0¢, some dealers start to shave 
prices, and competition again exerts 
the usual brake. 

Jobbers Are Rare—A second dif- 
ference in Canadian oil marketing is 
the scarcity of jobbers. Of the esti- 
mated 4,000 bulk plants in Canada, 
only a few are owned by jobbers. The 
large majority are owned by oil com- 
panies and operated for them by con- 
signees (called agents in Canada). They 
distribute by tank truck on a fixed 
gallonage commission basis, ranging 
from 1.5¢ per gal. up to 3.0¢ in the 





WARNER 


DIVIiStion 


FOR LUBE OILS 


EXCEL-SO FILCRON cart- 
ridges designed to per- 
form lube oil filtration 
down to one micron in one 
pass. Six standard sizes 
cover all engine horse- 
powers. Special design 
disc type cartridge is modi- 


OF FRAM 


LEWIS COMPANY 


CORPORATI 


COMPLETE PROTECTION 
FOR HEAVY DUTY DIESELS 


FOR FUEL OIL 


Fram type liquid separator- 
filters as manufactured and 
sold by Warner Lewis Company 
solve two serious Diesel fuel 
problems 

Ist Remove all solid contami- 


fied to handle by-pass or 
full flow problems. 


nants. 
2nd Remove 100% of en- 
trained water from Diese! fuel. 


ANY SIZE 
ANY CAPACITY 


FOR FURTHER INFORMATION, SEND COUPON 

——Ss Se ee Se we ew ee ee eK eK Water is known to be a primary cause of 
injector repairs and injector failures. This 
NEW Development in the Diesel field will 
eliminate your fuel problems and allow 
your Diesel to perform more smoothly. 


to Warner Lewis Company 
Box 3096, Tulsa, Oklahoma 
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CT) have representative call 





A CANADIAN REPORT 





remote areas of Canada. 

A variation on the commission agent 
plan is the farm distributor, used by 
some companies. Where the straight 
commission agent sells oil products 
owned by his supplier, at prices set 
by the supplier, the farm distributor 
buys a tank truck load outright, and is 
responsible for his own prices, credits 
and collections. Like the typical Cana- 
dian commission agent he may only 
own his tank truck chassis, on which 
will be mounted a tank furnished and 
owned by his supplier. 

One company has five times as many 
farm distributors as it has agents. It 
estimates that half of them also own 





In trouble-free service for several years, 
these two Roto-Prime self-priming pumps 
handle 250 GPM in double-duty service, un- 


retail outlets. Both agents and farm 
distributors tend to be small gallonage 
operators, the largest probably not 
over 750,000 gal. annually. In one 
company, agents and distributors are 
confined by agreement to operations 
within a specified territory. 

One of the larger oil companies, 
with close to 1,000 agents of various 
kinds, also reports that it has about 
100 jobbers. The largest jobber in this 
group distributes better than 20,000,- 
000 gal. a year. 

TBA Distribution—The third un- 
usual aspect of the Canadian oil busi- 
ness is the variety of commission 
override arrangements for TBA mer- 








loading transports and pumping from field 
storage to loading docks. 


THE IDEAL PUMP FOR 
BULK PLANTS auwTANK FARMS 


The Gilbarco Roto-Prime Pump starts 
without priming ... runs without venting 


Higher suction lift and efficiency up 
to 10% greater, plus unlimited air 
handling capacity and flexibility of 
mounting, make possible multiple- 
service use in bulk plant stripping, 
transferring and loading. The great 
versatility of Roto-Primes provides 
80% to 50% savings in operating 
and equipment costs. Available in 
capacities ranging from 50 to 1,400 
GPM and powered by all drives. 
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Investigate today. Write for 
catalog and full information. 
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chandise. It is common to find such 
contracts in existence with automotive 
wholesalers. The same oil company 
may enter into commission deals with 
several such wholesalers in parts of its 
territory, and use a different plan in 
other parts. 

Or a company may handle a line 
of tires and batteries on a buy and 
sell basis and use a commission plan 
for other items in the TBA line. Still 
another company may make a com- 
mission deal on batteries only, and 
handle its own distribution for all the 
rest of the TBA line. 

One company distributes one brand 
of tires; has an override agreement 
with a rubber company on another 
brand of tires, plus batteries; and also 
has commission arrangements in cer- 
tain areas with automotive wholesalers. 
Where warehousing and other distribu- 
tion facilities of a tire or battery 
manufacturer or an automotive whole- 
saler happen to be more extensive and 
better developed than those of the oil 
marketing company, it may be more 
economical to make a commission 
override contract for TBA merchan- 
dise. 

Distribution problems may also ac- 
count for the scarcity of oil company 
private brands of tires and batteries. 
The outstanding exception is the Atlas 
TBA line, sold in Canada by the 
Imperial Oil Co., a Jersey Standard 
subsidiary, and Canada’s largest inte- 
grated oil company. 

Station Operation—Training deal- 
ers to help them sell more is the chief 
activity of the oil company marketing 
departments. Dealer meetings, both 
large and small, are still the favorite 
training method, although Shell has 
set up three schools where lessee 
dealers and their key personnel may 
acquire training in all phases of sta- 
tion operation. 

Station design and _ construction 
closely parallel that in the United 
States, except that there has been less 
use of porcelain steel exteriors. This 
has been due partly to excessive cost 
and limited supply. There has been 
to sell porcelain steel to Canadian oil 
recent signs of more effort being made 
companies, and more stations are now 
using it. 

The impact of new roads on station 
sites is not so great in Canada as in 
the U.S. None of the Canadian pro- 
vinces has built roads on the scale 
that is practiced in most of the states. 

Station Ownership—lIt is estimated 
that out of a total of 30,000 service 
stations, 4,500 are owned by oil com- 
panies. Most are operated by lessees. 
Except for a very few training sta- 
tions, salary operated outlets are 
practically non-existent. 
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gu Net Profits of 20 Oil Majors 


1953-—A Big Year for Big Oil Companies 


The U.S. oil industry is steadily growing stronger, with 
no sign of a leveling off. 
Proof is in the record for 1953—in annual reports (and 
other data given NPN) by 20 of the world’s largest inte- 
grated oil companies. 
Last year these U.S. companies grew in size by adding 
7.3% to their assets. They showed their financial sound- 
ness by making more money than ever before—$2 billion 
net. And they promised continued strength by plowing 
back a still greater sum—$2.8 billion—into expansion and 
modernization. This practice of spending more than their 
net profits is traditional with big oil companies, as shown 
in the seven-year chart above. 
All down the line last year—in sales, refining, production, 
dividends, and taxes paid—the 20 companies topped their 
1952 totals. 
And all signs point to an even bigger year in 1954. Twelve 
of the'20 majors plan capital expenditures this year of 
more than $2 billion—8.7% more than the same com- 
panies spent in 1953. This percentage is close to earlier 
estimates reported by NPN (April 24, p. 13; April 28, 
p. 21) for the entire oil industry. 
Here’s what the 20 majors did last year: 
Profits—The companies chalked up net earnings of 
$2,081 million—8% more than in 1952 and 75% more 
than in 1947. 
Spending—Capital expenditures of $2,819 million were 
more than 3% above 1952 and nearly 42% above 1947. 
The total breaks down like this: 
1953 Spending % Change 
$ Million From 1952 
Marketing 302 + 7.5% 
Refining 634 +-31.9% 
Transportation 281 —19.9% 
Production 1,516 — 0.6% 
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Sales—Gross sales and operating revenue for the 20 
majors hit $19.5 billion last year. This was almost 6% 
above 1952. 

Refining—T otal crude runs to stills reached 2.6 billion 
bbl.—a gain of more than 4% over 1952. (Domestic 
refinery runs climbed 94 million bbl., while foreign runs 
increased 15 million bbl.) 


Production—With foreign crude leading the way, total 
net crude production rose almost 4% to 1.8 billion bbl. 
(Foreign output was up 43 million bbl., while domestic 
production increased 27 million bbl.) 

Dividends—The stockholder received not less than $1.00 
net dividend per share of common stock. The highest 
dividend was $5 per share. 

Taxes—As profits and spending increased in 1953, so 
did taxes. Uncle Sam’s share was just shy of $1.5 billion 
(about $100 million more than in 1952). This does not 
include $2.8 billion the 20 companies collected for state 
and federal governments on the sale of products. 
Size—Based on total assets, the five biggest oil companies 
last year were Jersey Standard, Socony-Vacuum, Indiana 
Standard, Texaco and Gulf, in that order. Sinclair moved 
ahead of Cities Service to 7th place. Union Oil of Cali- 
fornia moved from 13th place to 12th, ahead of Sun. 
And Continental moved from 15th to 14th place, ahead 
of Pure. 

Based on gross operating revenue, the five biggest were 
Jersey Standard, Indiana Standard, Gulf, Texaco and 
Socony-Vacuum. Gulf jumped two places ahead of Socony- 
Vacuum to the third spot. Texaco shifted to 4th place, 
pushing Socony to Sth. Cities Service jumped over 
Phillips to 9th place. And Continental took 13th place 
over Tide Water. 


For the 20 major’s story in statistics, and for data on 
other sizable oil companies, see pages 26, 27 and 30. 





NET 
DIVIDEND 
per share 

NET PROFIT Common 
(thousands of dollars) Stock 
COMPANY NAME 1953 | % Chg. 1952 | 1953 
Atlantic Refining | 49,755 | 
Cities Service 50,720 
Continental Oil 38,088 | 40,875 
Gulf | 175,036 
Mid-Continent 14,394 


Ohio Oil | 43,539 
Phillips 76,760 
Pure.. 27,105 
Shell. 115,407 
Sinclair | 68,061 


Skelly... . | 31,276 
Socony-Vacuum... 187,250 
Standard of California... 189,453 
Standard (indiana) 119,982 124,827 
Standard (New Jersey). .| 519,981 552,826 


Standard (Ohio).. : 21,218 
Sun Oil ‘ ae 45,154 
The Texas Co. 

Tide Water... : 
Union Oil of California. . 
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TOTAL 2,081,308 
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| 1,516,022 ' 634,073 





GROSS TAXES 
DOMESTIC COLLECTED 
GROSS SALES AND GASOLINE SALES TAXES (on sales of products) TOTAL ASSETS 
OPERATING REVENUE (thousands (thousands (thousands 
(thousands of doltars) of dollars) of dollars) of dollars) (thousands of dollars) 
952 1953 | % Chg.| 1952 | 1953 1952 1953 1952 | 1953 1952 1953 
! F. = 4 7 ~ 7 5 . “ 
—_- | — | 25,152 59,238 61,858 525,753 570,839 
252,000 | 276,000 51,900 | 145,000 149,000 | 1,047,080 1,102,786 
141,762 | 176,762 223 25,574 i | 50,714 360,918 409,423 
_—_- | — 135,361 233,183 | 1,627,000 | 1,765,000 
73,371 79,022 22,072 23,242 J 16,567 174,656 181,776 


46,575 | 57,908 ) \ 16,500 284,118 313,298 
133,000 922,936 | 1,039,226 
| 77,281 366,717 383,103 
| 203,490 888,720 984,589 
162,000 | 1,035,308 | 1,140,665 


21,610 252,484 274,528 
226,157 | 2,011,337 | 2,154,456 

| 144,790 | 1,407,198 | 1,535,185 

| 254,523 | 1,963,877 | 2,036,101 

500 | 419,000 | 5,049,283 | 5,371,760 


53,021 | 282,372 | 296,139 
468,817 
93,902 | 101, 1,805,481 
21,420 | 19,980 | "362,425 
12,931 435,036 | 476,047 
— ——E Eee 
1,311,596 11,424,327 | 2,526,597 | 2,728,877 | 21,129,052: 22,671,644 


COMPANY NAME 


—_——___ oe ~ pene eS 


Atlantic Refining 602,805 606,977 + 7 
Cities Service 892.198 | 

Continental Oil 
Gulf. . . 1,640,871 
Mid-Continent 165,779 174,455 


3= 


Ohio Oil... - . 241,705 
Phillips i 765,221 
Pure... : 368,027 
Shell. . oR * 1,269,551 
Sinclair 855,55 


Skelly..... 
Socony-Vacuum. . 1 
Standard of California 1,015,309 | 1,080, 
Standard gt 1,592,122 | 1 511 
Standard (New Jersey). ..| 4,050,819 | 4,137,745 


Standard (Ohio) 282,506 317,180 
Sun Oil rer 617,390 670,787 
The Texas Co. 1,588,450 | 1,631,651 
| ey 426,605 473,437 
Union Oil of California... . 285,542 324,487 


TOTAL 18,475,857 |19,538,424 
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CAPITAL EXPENDITURES 
(thousands of dollars) 








Marketing Transportation 
% Chg. | 1952 1953 | % Ch ng. | 1953 |% Chg. 


+77.7 14, 121 ‘ 2,516 —50.6 
+219.4 9,201 - 6,492 |+104.5 
—34.1 11,123 | . 518 | —73.7 
+57.0 | 20,925 28 1 + 7.0 
+21.9 383 —17.5 

84 


3 1 

6,1 : 3, —72.6 47,399 | 
11,545 Y 14, —11.1 169,617 | 
10,661 3, 42,504 | 
15,389 9,21 . 237,712 
18,527 26, . 181,134 | 146,879 


4,120 . 37,543 41,752 
20,729 21,486 ‘ 239,177 | 225,240 
16,641 . 173,135 | 173,822 | 

. | 204,293 | 
498,051 
29,701 


74,600 
224,766 
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70,300 
275,000 
40,708 o= 
71,383 93,000 
351,701 | 281,731 19.9 -- 2,721,839 | 2,819,06 3.6 | 2,064,300 
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NET CRUDE PRODUCTIONS REFINERY CRUDE RUNS footnotes 
(thousands of bbls.) (thousands of bbls.) 
Foreign Domestic Foreign Domestic a) Revised from 1952 report 
1953 | 1952 1953 | 1952 | 1953 (b) yey average number of share outstanding dur- 
— Se Ge Se : ; 3 c) Except on shares issued in latter part of year, on 
3,900 33,827 64,793 65,631 which 50¢ was paid in December 
a on, 38,9291) / 80,766 82,802 d ay $1 : 1953 vm $1 - 1 . sees pe 1 
| 685m | 1,021 | 42,149 | 43,926 40,317) | _47,767%) Jersey) on respective date of distribution. 
170,478 (186, | 9 156,1 62,358 e) Restated for comparison purposed to give effect to 
186,666 81,828 56,141 162,3 ated for comparis f Bost | 
Eo | a 6,920 21,301 21,214 incres number of shares outstanding at end of 53 
f) In addition, a share dividend was paid at rate of one 
: phen hav for each 10 cmaneiene nde dhe a 
135 244 | 33,723 13,774 g) Standard (Calif.) reports proposed 1954 capital ex- 
| 2,738 | 2,482 | 45,286 } 79,881 83 penditures of $275 million including exploratory 
- — | 26,499 | 37,384) ) my pate ep bt 
a | — 95,099 104,268 139,632 This figure represents capital expenditures percent 
3,680 | 4,621 | 40,246:m)| 40,931(m) 670 132,281 | 144,583 of change, proposed, 1954 over 1953, for only those 
| 1) Inclgdes potrolsom ltuide production 
— oe 23,771 23,460 _ _ 15,811 y j z ity in production of Hudson's Bay Oil and Gas 
76,054 os . } “ee * ry ») | a ‘meter wl crude processed by other companies 
7,683 (p) " (p) | , 1 , ’ ’ pagocsente 7 refineries only 
== neludes Canada 
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174(p) 4790) +034 (p) 495 (p) 8,014 | reflected 
11,346 (a) 15 5,659(q 110,505 (aq) 119,088 (a) 192,197 q) Includes special credit of $9,630,951 or 79¢ per share. 
34 37 


Includes research expenditures. 
. Includes mis-ellaneous expenditures. 
33,553 37,355 | 49,840 Y ) Represents one half of the $500 million Indiana 
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11,123,536 11,150,395 477,140 492,421 12,009,610 2,103,754 


Standard plans to spend on a two year expansion and 
modernization program 
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Tell your dealers to 


















This month—dealers can sell Purolators and 
oil changes when customers go on trips—when 
they come back. 


“Trip conditioning,” we call it. 


Easy selling, too! Easy—because motorists 
want to start out right—stay right. Easy— 
because they don’t want trouble on the road! 


Besides, Purolator has pre-sold them with 
big 2-color ads in Life, Post, Look and Collier’s— 
as well as with signs and displays where they stop. 














a eect more, most of your dealers’ customers are 
— using Purolators right now. They’re found on more 
a ; ane makes of cars than any other filter—engineered to 
fit all makes and models. 


Best by every test, the Purolator* Micronic* Oil 
Filter traps more dirt, finer dirt, faster—-makes 
engines run better, longer. 


Widely imitated, Purolator is never equalled! 
REMEMBER-— with every Purolator, the Fatt haiiaiiaN 
dealer makes 2 sales, 2 profits! One on a ; 
the filter! One on the extra oil to take 
place of the dirty oil thrown out with the 
dirty filter! 


*Reg. U.S. Pat. Off. 





Worlds finest 
Ol FILTER 


PUROLATOR PRODUCTS INC., Rahway, New Jersey and Toronto, Ontario, Canada 





(Continued 


COMPANY 
NAME 


Anderson- 
Prichard. 
Ashland. 
Deep Rock 
Derby 


Hancock 
Lion 


Quaker State. 


Sunray 


from page 27) 


NET PROFIT 


1952 1953 


3,767 

5,700(a) 
904 
979 


3,732(c) 
10,211 


1 ,863 
24,724 


4,442 
8,408(a) 
,531 


1,233 


11,950(c) 

10,688 
2,096 
27,573 
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4,779(f) 
30,068 


CAPITAL EXPENDITURES 


(thousands of dollars) 


Production 
1953 


+111 
or 83 





+1 +1 
_ NPS 


1952 


Refining 
1953 





160 
10,070 
361 


4,740 
11,509 
695 
227 


5 

3,798 

303 
4,541(h) 


% Chg. 


+ 286.25 
+14.3 
+92.5 
—81.8 


—64.3 
+93.7 
+46.4 
+ 169.3 





TOTAL 


51,880 67,921 
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COMPANY 
NAME 


Anderson- 
Prichard. 
Ashland 
Deep Rock 
Derby 


a State 


TOTAL 





Marketing 
1953 | % 


| 211 
2,696 
102 








Chg. 


8 
6,030 
104 
102 


13 | 
362 || 
(f) 
138 


Transportation 
| 19 % Ch 


| 





+15,300.0 
— 51.0 


+308.7 
—78.4 


| +130.8 
+21.5 


+-1,131.2 


CAPITAL EXPENDITURES 
(thousands of dollars) 
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33,580 
2,272 
33,495 | 
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103,056 


| 113,168 | 
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COMPANY 
NAME 


Anderson- 
Prichard. 
Ashland 
Deep Rock 
Derby 


Hancock 
Lion 
Quaker State 


GROSS SALES & 
OPERATING 
REVENUE 
(thousands of dollars) 
1952 : 1953 3 \% Chg, 


35,539) 52,792 +48.5 
229,500 238,326|+ 3.8 
38,950 41,844) + 7.4 
17,616 wanes: owe 
60,938 38,651 — 36.6 
88,625, 89,959)+ 1.5 
48,499 48,667|+ .3 


GROSS 
DOMESTIC 
GASOLINE 

SALES 
(thousands of 

dollars) 
1952 | 1953 


88,249 
rT 


20,555 
18,837 


1 


18,25 


98,269 
17,424 
02,000 


17,797 


TAXES 
(thousands 
of dollars) 

1952 1953 





1,447) 2,413 
7,679) 9,360 
508; 609 
532, 713 
642 


8,050 8,031 
2,136) 2,521 


TAXES 
COLLECTED 
(on sales of 
products) 


dollars) 
1952 | 1953 


.780 
221 
,055 
,927 
,620 
,164 


(thousands of 


TOTAL ASSETS 
(thousands of dollars) 
1952 | 


1953 i Chg. 





| 


38,684 | 52,602 
153,353 |155,586 
42.141 | 43,326 
16,591 | 16.841 


30,733 | 40,872 
140,492 |144,716 
31,230 | 31,123 


w 
-— M$ 


aouoc 


-w2ws 


(thousands of 


Is.) 
1952 | 1953 





rm we 
gaa8 3868 


wl aaoo 


53,659 


267,300 


Sunray 50, 681 13,572|15,685 


B04,4 130| 34,564 39,989 


285,246 |292,339 
738,470 |777,405 


(g) Also includes Administrative ex- 
penditures 


y+lit+ +4+4++ 


& 
































127, saree 169)+ 4.2 


TOTAL 647 427 664,773 2.7 47,610 |53,367 51,588 |51,996 


o 


82,562 |88,744 





(a) Restated 
(b) 5% 


(¢) Includes $1,741,350 and $9,793,844 
dividends from affiliated companies, 


STANDARD OIL CO. 


(d ) Based on number of 1. out- 
Standing at June 30, 19 
stock dividend in 1952 


(h) Includes Cycling 


(i) Plus 6% 


(e) Excludes intangible development. 
(f) Transportation included stock 


(KENTUCKY) 


| | % 


1952 1953 \Change 


10,272 | 10,441 
$3.94 $4.01 
$2.75 $2.75; — 
6,710 | 5,936 | —11.5 

Capital Expenditures 
242 404 | (thousands of dollars) 
| 251,504 | Oil & Gas Production 
16,006 | 15,710 Pipe Line.... 
68,744 70,048 | 


Refining, Marketing 
Other 
a Aa. 107,492 | 


HUMBLE OIL & REFINING CO. 

1953 

164,258 
$4.58 
$2.28 


Net Profit (thousands of doltars) 5 
Net Profit per Share Common Stock 
= Dividend per Share Common | 


Net Profit (thousands of dollars). _._.. 
Net Profit per Share Common Stock 
Net Dividend per Share Common Stock 
Total Capital Expenditures (1) 


(thousands of dollars) 


+ 1.6 


Gross Sales & Operating Revenue 
(thousands of dollars) 


118,217 


Taxes (collected on sale of products).. 
(thousands of dollars) 

Total Assets (thousands of dollars) 

Proposed Capital Expenditures, 1954. . 


(thousands of dollars) 


Taxes (thousands of dollars) | 
} 


Total... 
Gross Sales & Operating Revenue | 
(thousands of dollars) 
Taxes (thousands of dollars) . 
Total Assets (thousands of dollars) 
Net Crude Production 
(thousands of bbls.) 


Refinery Crude Runs. ... 


(thousands of bbls.) 


975,065 
65,754 
1,105,725 
127,954 


| 
| 92,084 
! 


+++ 411 
@ NE gwasBi 


"131,618 
89,316 








(1) Entire total capital expenditures spent for marketing. 
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How TBA Supplier Can Help Station Sales 


Canada’s Supertest Petroleum Corp. thinks a shift in tactics 
would boost the sales of TBA suppliers to oil companies. Supertest 
believes the TBA companies should: 

e Devote more effort to helping present customers, with less 


emphasis on the search for new 
business. 

e Strive less for station dis- 
play of merchandise, and do 
more to put knowledge about 

. the merchandise into the hands 
of the men in the stations. 

e Make point of sale adver- 
tising matter more adaptable to 
a variety of station layouts. 

e Explain tire discount sched- 
ules to dealers. 


/ Perhaps it’s natural to direct the 
best selling efforts to the solicitation 
of new accounts, observed Ralph K. 
Shantz, merchandising manager of 
Supertest, London, Ontario, in a talk 
before the Canadian Oil Industry 
TBA meeting at Toronto, May 26. 
But he told TBA manufacturers they 
are missing a bet 

by neglecting 
their present ac- 

counts. 

There are still 
too many people 
among TBA 
manufacturers, 
said Shantz, who 
suppose that serv- 
i si ice station opera- 
- = tors follow prac- 

R. K. Ghants tices laid down 
for them by oil marketing companies. 
It seems hard for them to realize the 
difficulty of dealer training in the oil 
industry. Oil company management 
has to cope with a highly diversified 
group of personalities, who are under 
no compulsion to listen or to carry 
out the ideas suggested. 

Manufacturers can bring to bear 
longer years of TBA experience than 
the oil industry can command, Shantz 
said. This can be of immeasurable aid, 
he said, if TBA suppliers will keep in 
mind that ideas which work for the 
tire shop, the accessory store, or the 
automotive wholesaler, will not work 
for service stations. 

Display Problem — For one thing, 
TBA suppliers preach the importance 
of mass displays of their merchandise 
at the station, said Shantz. He ventured 
the opinion that this puts the emphasis 
in the wrong place. “It is just not 
enough that merchandise is on dis- 
play,” he said, “or even that the dealer 
tell his customers he has a particular 
item for sale. The dealer must be in 
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a position to tell the customer what 
it will do for him, why it is in his 
interest to buy it, and then know how 
to install and service the item if such 
practice is necessary.” 

On the third point, Shantz asserted 
that point of sale advertising material 
should also tell the customer what the 
particular TBA item will do for him. 
“The service station dealer is not ac- 
customed to impulse buying by cus- 
tomers,” he said, “and needs con- 
tinual education and reminding to sell 
the customer that which his car needs 
or requires.” 

In addition there is need for simpler, 
more flexible, easily adapted point of 
sale material, said Shantz. The average 
dealer is not a commercial artist, he 
said, and it is difficult for him to ar- 
range an attractive display. 

Liaison Needed—‘If all the sales 
promotional material which the TBA 
supplier provides were to be put up 
at the service station,” he continued, 
“the result would have all the aspects 
of a three-ring carnival. I cannot help 
but feel that if the sales promotion 
men of the TBA suppliers were to 
maintain a closer liaison with the oil 


Stafford 


TBA men, a lot of money would be 
saved and beneficial results would 
certainly be attained.” 

The fourth point, need of simpler 
tire price and discount schedule, was 
cited by Shantz more as an example 
of another field in which dealers need 
education. “If the tire industry rec- 
ognizes the growing importance of the 
service station outlet as a place of 
supply to the customer, and I am sure 
it does, then,” said Shantz, “certain 


basic problems facing the dealer 
should not be ignored.” 
“The tire industry supplies the 


dealer with price lists and discount 
schedules which in the main he does 
not understand. The tire industry puts 
on sales which do not allow the deal- 
ers sufficient profit for them to par- 
ticipate enthusiastically. The dealer is 
continuously confused by the activi- 
ties of the professional tire dealer, 
the mail-order house, or the company 
store,” said Shantz. 

Knowledge Will Sell — In connec- 
tion with all four points, Shantz re- 
marked that a key problem is the fact 
that very often dealers don’t want to 
sell certain TBA items because they 
don’t have adequate information. 

He cited the example of an oil com- 
pany which found that its dealers were 
afraid to sell tubeless tires because 
they did not know how to mount 





Riley Shantz 


Supertest Marketing Men Check Their Signals 


Marketing officials of Supertest Petroleum Corp., Ltd., in a huddle just prior 
to a meeting of Toronto division dealers at the Royal York Hotel, May 28th, 
are: J. G. Stafford, manager of technical service; M. M. Riley, vice president 
in charge of sales; Ralph K. Shantz, merchandising and TBA manager. In the 
background is a 3-section flannel board on which Shantz built up a profit picture 
for station operators in the course of his talk. 
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TIRES—-BATTERIES—ACCESSORIES 


them. They were shown by actual 
demonstration how it should be done, 
whereupon sales took a sharp upward 
swing. 

Oil marketers need as much help 
as they can get from TBA manufac- 
turers, Shantz concluded, in dissemi- 
nating product knowledge, either by 
demonstration in the dealer’s place of 
business, or before small groups of 
not more than fifteen or twenty peo- 
ple. Such help will bring back many 


times its cost, he said. 


Goodrich Markets New Tire 


B. F. Goodrich has joined the group 
of rubber companies offering a third 
line tire. Called the Cavalier, it is 
made in two sizes only, 6.00-16 and 
6.70-15. The 6.00-16 list price is 
$11.65 with trade-in. 


Tag Plugs Oil Change 

AC Spark Plug Division of Gen- 
eral Motors starts in mid-June the sec- 
ond phase of its big advertising and 
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Noe Bale, ..has there been a hand 


pump like the Rofaboy-Counter! 2 units in 1 
—the fast 15 g.p.m. Rotaboy PLUS built-in 
measuring COUNTER. And, it’s also 2 FOR 1 
in price, for the Rotaboy-Counter costs 
little more than a pump clone—far less 
than pump with separate meter. You 
can count on this rugged Rotaboy to 
save time and money on every turn 
.-. and the famous “Floating Rotor” 
is your guarantee it will turn every 
time—no stick, no jam, no freez- 
ing. For double value and per- 

formance .. . 


BUY Rotaboy-Counter. 


20 models (with and without 
counters) to choose from .. . 
write for 
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promotion campaign for filter cart- 
ridge replacements. Part of the cam- 
paign is a metal dipstick tag which 
can dealers can attach to remind both 
the motorist and the dealer when the 
next oil and element change is due. 





Mirror for Trailers 


A new tractor trailer mirror made 
by Yankee Metal Products Corp., 
Norwalk, Conn., has 102 sq. in. of 
double-thick shock glass, copper 
plated, and a completely adjustable 
head. The head may be tilted up or 
down by telescoping the four large 
mirror arms and the arm brace. A 
heavy rubber channel gasket cushions 
the replaceable glass, and _ also 
weatherproofs the unit. Known as 
Model No. 292, it is finished in black 
enamel baked over bonderized steel. 


Covers Protect Seats 

Clear, plastic slip covers, called 
“Seat-Savers” are being marketed by 
Akro-Mils, Inc., P.O. Box 989A, 
Akron 9, Ohio. The manufacturer 
claims that out of a group of seven 
sizes it is possible to form-fit the seats 
of all cars back to 1950 models. 
Covers are available in clear, green, 
red or blue. They are suggested as 
especially useful for families with 
children or pets, for fishermen and 
hunters, for farmers, truck drivers 
and mechanics, and for garages and 
service stations. 
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A MESSAGE TO AMERICAN INDUSTRY @® SECOND OF A SPECIAL SERIES 


eS TS 


\ FINANCIAL AID TO HIGHER EDUCATION 


What Business Can Do to Help 
Our Colleges and Universities 











Is the financial squeeze now gripping our col- 
leges and universities grave enough to warrant 
direct action by the business community? If so, 
what can business do about it? This editorial 
is addressed to these two questions. 

In the previous editorial in this series of two, 
it was demonstrated that our colleges and 
universities, and particularly the indepen- 
dent institutions, face financial difficul- 
ties, which, unless relieved, promise to get 
progressively worse and might ultimately 
result in a national disaster. This state of 
affairs obviously gives the business community 
a crucial stake in helping to relieve the plight 
of these institutions. For our business organiza- 
tions can be no stronger than the total commu- 
nity of which they are a part. 

It does not follow automatically, however, 
that every business firm should give direct fi- 
nancial aid to education. Already the business 
structure is heavily burdened with activities un- 
related to its main purpose. These include act- 
ing as tax collector for more than $65 billion 
of federal, state and local taxes in the year 
1953. There is a limit to the amount of such 
public enterprise that can be loaded on the 
business system. 


Business Holds Key to Answer 


If, however, the survival of a key part 
of our educational system depends on its 
having financial help from the business 
community, that help should be provided. 
And this is the situation of our indepen- 
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dent privately endowed colleges and uni- 
versities. 

Of course, our tax-supported institutions of 
higher learning must also be kept strong, finan- 
cially and otherwise. But they have recourse to 
public support not available to the independent 
institutions. Largely on this account, their pres- 
ent financial difficulties are much less acute than 
those of the independent colleges and univer- 
sities. 

These independent institutions have seen 
price inflation eat away much of the value of 
their endowments. Moreover, there is no pros- 
pect that these endowments can be sufficiently 
replenished by gifts from the wealthy people 
who provided them in earlier years. Progressive 
income and estate taxes have seen to that. Thus, 
they are faced not only with a peculiarly acute 
financial problem, but also one which cannot 
be solved except by tapping other sources of aid. 


Tax Support No Solution 


It is conceivable that the independent colleges: 
and universities might solve their financial 


problem by seeking support from tax revenues. 
If they did this, however, they would lose their 
distinctive character as independent institutions, 
and our system of higher education would lose 
one of its major elements of strength. That is 
the existence in our educational system of both 
independently financed and tax-supported col- 
leges and universities. Each has its special con- 
tribution to make to a well-balanced system 
of higher education. 


33% 





Business is directly dependent upon 
higher education to staff its increasingly 
complex and exacting operations. A key 
part in this process is played by the small, in- 
dependent liberal arts colleges which are the 
hardest hit financially of all our institutions of 
higher learning. “These,” states the Council 
for Financial Aid to Education, recently formed 
by a group of business leaders, “have contrib- 
uted a high proportion of the intellectual, scien- 
tific and religious, as well as business leader- 
ship of the nation. Their programs are devoted 
to the teaching of values, particularly the values 
of freedom. They are a vital bulwark to our 
system of free enterprise.” 


Means of Providing Help 


There are many means by which busi- 
ness firms can extend help to our colleges 
and universities. The most obvious, of course, 
is to make outright grants of money either to 
individual institutions or to groups of institu- 
tions for such uses as the institutions think best. 
Another means of help, increasingly employed 
by business firms, is to establish scholarships 
to pay the full cost of college or university 
courses of study. Sometimes the scholarships 
are open for general competition, sometimes 
they are limited to employees and children of 
employees of the firm granting them. Not in- 
frequently those winning the scholarships spend 
some part of their school vacations working in 
the companies granting the scholarships. 

A number of companies have recently pro- 
vided for what have come to be called “scholar- 
ships in reverse.” These companies pay a flat 
sum to a college or university for every one of 
its graduates they employ. Financing of univer- 
sity research programs also offers a broad ave- 
nue for financial aid to our universities by 
business. 


Need Two-Way Communication 


Some business firms have well-developed 
programs for financial aid to education. But 
they are exceptional. For most companies the 
problems involved are new and strange. These 
companies were created with the basic purpose 
to make money, not to give it away. Successful 
philanthopic operations involve a whole set of 


problems with which they have very little ex- 
perience. Not the least of these is how to make 
business a dependable source of financial aid 
to education, since business has no assurance 
that the profits of one year will not be losses 
the next. 

Considerations such as these emphasize the 
wisdom of a recent Industry-College Conference 
on aid to higher education by business, in mak- 
ing the first of its ten conclusions that “better 
communication, by direct contact, is needed for 
each [industry and the colleges] to understand 
the problems of the other.” At this juncture the 
creation of mutual understanding is much more 
important than the raising of some money and 
letting it go at that. The problem of aid to edu- 
cation by business has its immediate urgency, 
but there is also a long-range program to be 
developed on which business and the colleges 
and universities must pull together in the years 
ahead to find a satisfactory solution. 

As stated at the outset, failure to find a sat- 
isfactory solution could result in a national 
disaster. This means that, to give proper heed 
to their own future prosperity and the fu- 
ture welfare of the nation, business firms 
generally must go to work on the problem 
of financial aid to higher education. They 
must go to work first, to understand the 
problem; second, to establish two-way 
communication with our colleges and uni- 
versities about it; and third, to develop a 
program which pays proper heed to the 
needs and capabilities of both business 
and higher education. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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EQUIPMENT 


ket. The new model is lower, lighter 
and more easily maneuvered in shops 
or workrooms where aisles are narrow 
and space scarce. It is available for 
operation on 220, 440 or 550 volts 
A.C. power. The operation of the 
steam generator, regulation of deter- 
gent flow and atomization with steam 
at the jet are under fingertip control of 
the operator at the steam gun or lance. 
The manufacturer says one man, using 
the cleaner, can do the work of five 
using ordinary brush and pail methods. 
Livingstone Engineering Co. 

Circle No. 2 on Reply Coupon 





Swing Joint 

Claiming reduced friction and 
greater flexibility, a new Oilco swing 
joint is designed for heavier loads and 
long-range operations. The joint is 
available in three-inch and four-inch 
iron pipe sizes and is applicable to the 
manufacturer’s 450, 460 and 462 
Spring-Matic loading assemblies. The 
company says it is the “first and only 
World's Largest Valve Test Station Opens swing joint required by the petroleum 

Rockwell Manufacturing Co. has opened the world’s largest meter and valve _i™dustry to incorporate the advantages 
testing station built expressly for tests under actual operating conditions. It o tapered roller bearings = loading 
occupies one acre of a four-acre plot on the outskirts of Pittsburgh. It consists en  Seegees Meme 
of two aluminum-sheathed one-story buildings, a row of oil storage tanks, a — ~4 
bulk station loading rack and more than half a mile of above-ground piping. Coen ee. Fan Sry Conpen 
Special facilities are provided for tests with viscous oil products, gasoline, fuel 
oil and liquefied petroleum gas. In the picture, a tank truck approaches the Car Washer Saves Space 
loading rack during one of the many tests run at the location. Mounted entirely overhead, a new 
car washer consumes no usable space. 
There are no tracks, tanks or other 
equipment on the floor. Operating on 
a 110-volt electrical outlet, the device 
features automatic cycling, which 
speeds production. The company 

. claims detergent consumption is cut 

Clean with Steam by the use of a manual setting device 

An improved model of the Speedy- permitting detergent adjustment to 
lectric steam-jet cleaner is on the mar- local conditions. Entirely automatic, 


i oe 


severe conditions of heat, cold, vibra- 
tion, rough service and high pressures. 
Roylyn, Inc. \ 


Circle No. 1 on Reply Coupon 








e FOR FURTHER INFORMATION 
On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


@ Readers’ Information Service 
NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N.Y. 


. . Your inquiry will be forwarded to th ufa .v . 22, . 
Coupling Saves Time ry © the manufacturer. Void after Sept. 22, 1954 

A quick-locking coupling for air 2 3 4 5 6 7 8 
systems, including service station air 


hoses, makes possible rapid inter- NATION 4L PETROLEUM NEWS 


change of tools. The positive lock, . 
without additional exterior locking de- a 6/23/54 


vices, prevents accidental uncoupling 
with the resulting time-loss and danger 
factor of thrashing hose, due to pres- 
sure surge, vibration or twisting. Both 
the coupling and connector are ma- 
chined from bar steel, cadmium plated. 
The coupling has been tested under 
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EQUIPMENT 


the machine provides—on timed 
cycles—a clear water spray, detergent 
spray and four rinsing sprays. Weaver 
Manufacturing Co. 

Circle No. 4 on Reply Coupon 





Sure Footing Guaranteed 

The assembly and engineered spac- 
ing of contact points on “Coroweld” 
safety stair tread assures safe footing 
even when submerged in grease or oil, 
the manufacturer says. The new tread 
is designed for storage tank and other 
installations where safety, weight and 


economy are the principal consider- 
ations. Size of the opening diamonds 
is 3% in. by 2% in. Bustin Firm- 
Grip Grating Corp. 

Circle No. 5 on Reply Coupon 


LP-Gas Engine Offered 


Production has begun on a new 
160-hp Super Gold Comet engine for 
use with liquefied petroleum gas. Basic 
features—block, crankshaft, camshaft 
and head—are the same as in its gas- 
oline counterpart. This is the third 
LP—gas engine to be marketed by the 
manufacturer. It has a compression 
ratio of 8.2:1. A 54.6-gal. LP-gas 
tank, safety relief vent pipe, fuel filter 
and outside-mounted air cleaner are 
included in the engine unit. Reo 
Motors, Inc. 


Circle No. 6 on Reply Coupon 
Light Warns of Danger 


A new electric signal light is avail- 
able for use as a warning device to in- 
dicate hazardous working areas. The 
light uses the principal of a colored 
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Gasoline Pump Computer Aids 


Oe: 


DOSE SELECTOR 


Cancer Research 


The familiar gasoline pump computer manufactured by Veeder-Root, Inc., 
of Hartford, Conn., is an important part of a special instrument for treatment of 
cancerous tumors. Instead of ticking off gallons and cents, the computer in this 
case tells scientists the dosage of radiation, length of time of exposure to cancer- 
killing rays and other vital data. The special instrument, known as the Cobalt-60 
Rotational Therapy Unit, is operated at the Argonne Cancer Research Hospital, 
University of Chicago, for the Atomic Energy Commission. 


36 


light beam revolving horizontally in a 
360-degree arc, producing 100 flashes 
per minute. The device operates on 
110 volts. Price is $65. Federal Sign 
and Signal Corp. 

Circle No. 7 on Reply Coupon 


Air for Emergencies 


An air compressor for mounting on 
service trucks supplies air for inflating 
tires, operating lubrication equipment, 
pneumatic wrenches and other tools. 
The gasoline engine can be started 
with a pull rope or electric starter 
powered by the truck battery. A tank 
outlet manifold supplies reduced air 
pressure for tools and fuel pressure 
for other requirements. Pressure of 
165 to 175 psi is maintained by a 
constant speed unloader. Quincy 
Compression Co. 


Circle No. 8 on Reply Coupon 


EQUIPMENT JOBBER 
DIRECTORY 


IN NEXT WEEK’S 
SERVICE STATION ISSUE 
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TORIALLY SPEAKING 


The current situation respecting commercial 
consumer business is serious enough to deserve 
the most careful attention by the top officials of 
the major oil companies. 

The way things are going it almost looks as 
though some suppliers have reached a conclusion 
that the jobber has no place in this kind of busi- 
ness—that this is a field which should be restricted 
exclusively to supplying companies. Either that 
or they are indulging in the bad marketing prac- 
tice of recklessly liquidating excess stocks without 
regard for who gets hurt. 


There are some good grounds, of course, for 
giving a commercial consumer a better price than 
the dealer tank wagon. No advertising expendi- 
ture is necessary, for one thing. So long as the 
product meets specifications, the consumer usually 
takes the lowest bid regardless of brand name. 
Too, very little, if any, selling is required for the 
same reason. And it’s a fact that in virtually all 
cases there is no credit problem; the consumer 
almost always pays promptly. 


But it’s going too far when the supplier cuts 
the price below the jobber’s cost. 

Some jobbers may be guilty of the same sort 
of price cutting, but it should be obvious that 
jobbers generally are in no position to carry the 
practice to an extreme. If a jobber is operating 
on a 3¢ margin, he can’t cut the price below that, 
or he’d lose money on every sale. 


That raises this question: 
Is it morally right for a supplier to sell a 
100,000-gal.-per-year account at a lower price 


National 
Petroleum 
News 
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——MORE ON FOLLOWING PAGES 


Commercial Price Cutting at Danger Point 


than he sells to a jobber who probably buys 
upwards of 1,000,000 gal.? 

If a supplier can sell that 100,000-gal. account 
for 3.5¢ below the tank wagon, how can he 
justify not giving the jobber—who buys much 
more—a comparable price? 

Some suppliers work closely (and two, in par- 
ticular, come to mind) with their jobbers even 
when the supplying company gets a contract in 
the jdbber’s territory. One arrangement is for the 
jobber to service the account, usually for 4% ¢ per 
gal., which is a good deal for the jobber. Another 
sees the jobber getting an eighth of a cent broker- 
age even when the supplier services the account 
himself. 

Such arrangements apparently are the excep- 
tion rather than the rule. We base that statement 
on reports made by jobbers at the National Oil 
Jobbers Council meeting at Skytop, Pa., last week, 
and on information developed by our market 
reporters. 

For jobbers already affected, this is an ex- 
tremely demoralizing and destructive situation. 
If it becomes a widespread trend, it may peril the 
whole Independent jobber segment of the industry. 

That is why the NOJC meant serious business 
when, at Skytop, it took the actions it did respect- 
ing this problem of commercial consumer accounts 
(see news story on p. 13). 

Any who think otherwise could be in for a rude 
awakening. 

For the Council is in a mood not to stop short 
of inviting intervention by the Federal Trade 
Commission, let the chips fall where they may. 
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Pacific Coast 


By Charles N. Pollak 


Guide for Marketers 


A “grass roots” plan that provides 
a vigorous new approach to the vex- 
ing problems raised by restrictive 
ordinances has been proposed to mem- 
ber companies of the Western Oil and 
Gas Assn. 

Formulated by the association’s 
central committee on local marketing 
ordinances, the plan is embodied in 
a just-published Manual on Local 
Marketing Ordinances. The manual 
amounts to a guide for oil firms in 
how to deal with city and county 
legislative and administrative bodies 
and officials. 

But rather than spell out in detail 
the association’s position on a myriad 
of specific points of conflict with gov- 
ernmental units, the manual makes 
a series of broad recommendations 
on how to cope with the more fre- 
quently encountered restrictive meas- 
ures. 

Probably the most revolutionary 
aspect of the manual is that it calls 
upon oil men to heed a new kind of 
Golden Rule in their dealings with 
local governments—a rule which rec- 
ognizes that public servants are 
people. 

“It is axiomatic that in order to 
deal with people successfully we must 
be able to demonstrate an intelligent 
respect for their integrity as individ- 
uals,” the manual states. “This re- 
spect must be sincere and must be 
based on a real desire to understand 
them and their problems. 

“In our approach to ordinance 
problems we should all bear in mind 
that the great majority of public of- 
ficials are honestly trying to serve 
what they believe to be the best 
interests of their fellow citizens, and 
that, although their viewpoint on a 
given issue moy differ from ours, 
their approach to it is generally sin- 
cere and if our viewpoint is reason- 
able and has merit they are just as 


DEALER SUCCESS STORIES 


IN NEXT WEEK'S 
SERVICE STATION ISSUE 


open to education as we should be.” 

The manual goes on to point out 
that oil men should always adopt a 
constructive, sincere approach to pub- 
lic officials. And it warns, “.. . much 
unpleasantness in these negotiations 
and a great deal of ill-considered 
laws are a direct result of belligerent 
and umreasoning attitudes coupled 
with an absence of an effort to get 
all of the facts and thereby get to 
understand the other man’s view- 
point . 

“Certainly from time to time you 
will come up against city councilmen 
and supervisors who, to put it mildly, 
are unsympathetic. However, if you 
are forearmed with all of the knowl- 
edge that you can possibly gather of 
the point at issue, and if you demon- 
strate infinite tact, patience and 
courtesy, you can usually win over 
the most obstreperous individual.” 

Keeping Informed—Key to the 
grass roots plan, the manual empha- 
sizes, is keeping informed on proposed 
regulations and ordinances. Accord- 
ingly, it makes the following points: 

1. The industry traditionally has 
lacked early information on contem- 
plated restrictive laws. 

2. Many of these can be stopped 
at the source before they have gone 
too far. 

3. Hence, oil men must organize 
on a community basis to keep abreast 
of ordinance activities that might af- 
fect the industry. 

It recommends that the marketing 
ordinance committee in each state 
see to it that the industry has a local 
ordinance representative in each town 
and county seat in California, Oregon, 
Washington, Arizona and Nevada. 
This person’s main responsibility will 
be to keep the state group informed 
on local laws. It is also envisioned 
that he will know local officials well 
enough to assist in any government- 
industry negotiations that may be 
necessary. 

If an issue arises that cannot be 
handled at the local or state level, 
then the state committee can refer the 
matter to the central committee. This 
group in turn is in a position to 
furnish whatever expert technical or 
legal help that may be needed. 

In any case, the manual stresses 
the wisdom of making a factual pres- 
entation of the industry’s viewpoint 
to public officials as early in the game 
as possible. Failure to do so leaves 
the industry with the “infinitely more 
difficult” task of bringing about under- 
standing of its point of view at a 
later date when the measure is ready 
to be adopted. 

Main categories of restrictive ordin- 


ances, according to the manual, 
concern zoning, transportation and 
storage, curb cut and driveway, and 
service station signs. 

James S. Morris, Shell Oil Co., is 
chairman of the central marketing 
ordinance committee, and G. N. 
Ramseyer, General Petroleum Corp., 
is vice-chairman. Members are Wil- 
liam Church, The Texas Co.; R. E. 
Davison, Richfield Oil Corp.; E. L. 
Hiatt, Union Oil Co.; T. E. Pugh, 
Tide Water Associated Oil Co., and 
E. C. Waterman, Standard of Califor- 
nia. Louis S. Chappelear, Jr., of 
WOGA, is committee secretary. 


Smog Plank Collapses 

A forthright attempt to use the 
smog issue as a springboard to pollit- 
ical office in smog-ridden Los Angles 
County has failed. Los Angeles City 
Councilman Ernest E. Debs, heralded 
as “Your Solution to Smog Pollution” 
in his campaign for election to the 
Board of Supervisors which governs 
the nearly 5,000,000 residents of the 
county, made smog elimination the 
main plank in his platform. 

Debs called refineries the principal 
source of air pollution and promised, 
if elected, to bring about “strict en- 
forcement of the law to prosecute 
violators. 

He indicated he would oust Gordon 
P. Larson as head of the county’s 
smog-fighting agency. 

The significance—beyond the fact 
that Debs was defeated by veteran 
Supervisor John Anson Ford—may be 
that the public is unwilling to believe 
a candidate who promises to do what 
science has not yet accomplished—at 
the expense of the oil industry. 


Midwest 


By Leonard Castle 


A Good Example 

Independent jobbers may take a few 
tips from a service station appearance 
contest being sponsored among its 
17,300 dealers by Standard Oil Co. 
(Indiana). The contest will continue 
through August. 

Goal of the contest is to make 
every Standard station clean and at- 
tractive down to the smallest detail. 

A pamphlet of contest tips advises, 
for example: 

“A sure way to lose customer favor 
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is to provide washing facilities without 
any means of drying.” 

And: 

“Every dealer should keep a supply 
of clean money on hand for use in 
making change. Dirty, greasy coins 
and bills soil purses and pockets, are 
distasteful to customers. Clean money 
can be obtained from the bank.” 

Standard managers in each sales 
division will determine just how win- 
ners will be chosen, but usual judging 
points include general appearance of 
the station, clean curbs, trimmed grass, 
clear driveways, glistening pumps, 
well-lighted and equipped pump is- 
lands, and regularly washed buildings, 
especially windows. 

Also stressed is personal cleanliness 
and neatness of attendants. Particular 
attention will be given restrooms. 
Judges check for plainly marked en- 
trances, freshly-mopped floors, clean 
bowls, walls and mirrors, and shining 
fixtures. Restrooms must be fully 
stocked with soap, tissue and waste 
basket. 

“The best standard of restroom 
cleanliness is the same as that set for 
household lavatory facilities,” the 
pamphlet says. 

Dealers were told that oil spots in 
the lubricating rooms should be 
cleaned off and all tools kept in their 
place to a point where customers 
“can watch the servicing of their cars 
without fear of soiling clothes, shoes 
or persons.” 

They also were urged to give care- 
ful attention to the rear of their 
stations, where trash, junked tires and 
batteries tend to accumulate. 

Fifty-six dealers and 28 salesmen 
from 14 states will receive grand 
prizes of all-expense trips to Chicago. 
Hundreds of monthly prizes—electric 
clocks and picnic kits—also will be 
awarded. 


Suppliers’ Goal, Too 


Supplying companies who assist job- 
ber associations in signing up new 
members come in for praise from 
H. F. Horning, secretary of the North- 
west Petroleum Assn., in his latest 
bulletin to members. 

He refers to a recent item in 
NATIONAL PETROLEUM NEws report- 
ing that suppliers show growing co- 
operation in urging their jobbers to 
join state associations (see NPN, 
May 19, p. 5). He describes as “a 
wonderful gesture” the action of 
Socony-Vacuum _ representatives in 
signing 31 new members for the 
Nebraska Petroleum Marketers, Inc. 

“When you really think about this 
matter, you must finally conclude that 
the association and the supplier have 


the very same goal in mind,” Horning 
says. “That is efficient jobbers—strong 
jobbers, profitable jobberships — a 
healthy petroleum industry for big 
and small. 

“We know this: If all the supplying | 





companies would do for us what | 
Socony has done in Nebraska, they 
would more than get it back from us | 


in service to the industry. We wish | 
we could talk about this, and we wish 
that everyone in the industry could 
know of the thousands of different 
things on hundreds of different phases, 
we perform in this job.” 


Horning says he knows of some | 18,000 and 30,000 
supplying companies which seriously | GALLON CAPACITY 


are considering putting their sales 
people to work signing up new mem- 
bers as they make their regular rounds. | 
Among supplying company representa- | 
tives who already are active in this | 
respect he mentions Herman Peters of | 
Deep Rock and Merritt Ribble of | 
Socony-Vacuum in Aberdeen, S.D. 
“One thing we do request of you 
company boys when or if you do get | 
us a new member,” Horning says. 
“Be sure to let us know that you are 
responsible. We have a nice future | 
reason for asking that.” 
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A century and a quarter's experience in 
producing to highest quality standards 
goes into every foot of Wall Manila 
Rope. Result . . . rope that takes the 
toughest job in its stride, turns in con- 
sistently excellent performance. 


In the drilling field, Wall's “Black Gold” 
Rope is the favorite for every use. Wide- 
ly known for durability and resistance to 
abrasion, “Black Gold” has helped set 
many drilling records. 


WALL ROPE WORKS, INC. 


48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 
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Division of The Ingalls Iron Works Company 





Branch Stocks: 


Baltimore 
Boston 
Buffelo 

Chicago 
Cleveland 
Ellsworth, Me. 
Houston 
Jacksonville 
Memphis 
New Orleans 
Norfolk 
Odessa, Tex. 
Philadeiphia 
Pittsburgh 
Portiand, Me 
San Francisco 


MANILA‘ ROPE 
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Refined Products Continue Weak; 
Production Cuts Seen Encouraging 


There was little, if any, improvement in the weak 
status of refined products prices generally but the 
third week of June saw these developments which 
were encouraging to the industry’s economy: 

—Refinery crude runs dropped 324,000 b/d 
to 6,820,000 in week ended June 11; 

—Gasoline production was off 1,226,000 bbls. 
and inventories declined about double that 
amount; 

—Imports of crude oil and products were down 
346,000 b/d; 

—Texas Railroad Commission cut state’s crude 
oil production allowable for July by 190,234 b/d. 

These “plus” factors were bright spots in an otherwise 
depressing period as far as refined products were con- 
cerned. The cut in crude runs showed, however, that re- 
finers finally had decided to sacrifice throughput to correct 
a badly unbalanced product situation. 

Although gasoline is well along in its big season, most 
refiners were depressed over the product’s status. And job- 
bers were up in arms over the goings on in commercial 
consumer and farm markets. While at some points served 
by the Great Lakes Pipe Line system jobbers were buying 
“distressed” gasoline at a discount to sell to fleet accounts, 
others complained of price “disparity.” 

Commercial Buyers Get Low Prices—At Skytop, Pa., 
for instance, Otis Ellis in his report to summer meeting of 
National Oil Jobbers Council said complaints over price 
cutting on commercial accounts were greater than at any 
time since he had been made the group’s Washington 
counsel. He also told of unconfirmed charges of suppliers 
selling to commercial consumers for as much as 1¢ below 
jobber’s cost in a particular area. 

NOJC members said the price problem in gasoline was 
aggravated to the point where some suppliers were selling 
commercial accounts at prices 2.5¢ to 3.5¢ below dealer 
tank wagon price. And a refiner in Michigan disclosed an 
instance where a commercial consumer had bought reeular- 
grade gasoline at 3.9¢ below the local price to dealers. 

Ohio Gets Two More Cuts—Standard Oil Co. (Ouxu:o) 
made two more reductions in its statewide prices for gaso- 
line to “meet competitive suppliers’ prices,” for a total of 
four reductions in company’s gasoline prices since early 
June. 

On June 17, Standard cut dealer tank wagon prices 
0.15¢, retail prices at company-operated service stations 
0.2¢, and two days later dealer tank wagon was dropped 
another 0.15¢, retail 0.1¢. Following the June 19 reduc- 
tions, company’s new prices for Sohio X-Tane (regular) 
are 15.15¢ dealer, and 19.5¢ retail (ex 7¢ state and federal 
taxes) at principal points in Ohio. 

Standard’s four reductions in gasoline prices since early 
June total 1.15¢ gal. for dealer tank wagon and 1.4¢ at 
retail. 

Canadian ‘Gas’ Prices Down—Imperial Oil, Ltd., re- 
duced its tank wagon prices for regular-grade gasoline 0.5¢ 
gal. throughout Canada, effective June 14. Premium-grade 
prices were unchanged, and price differential over regular 
now is 2.5¢ gal. See P. 48 of this issue for new regular- 
grade postings. 


40 


Imperial spokesman said reduction in regular was due 
to “competitive situation.” In mid-May, Sun Oil Co., Ltd., 
started marketing its “premium-grade gasoline at regular 
gasoline prices in Canada.” 

Ohio Distillate Prices Also Cut—Coincident with its 
most recent reduction on gasoline, Ohio Standard also 
reduced its tank car prices for distillate fuel. for delivery 
to Ohio points 0.6¢ gal. New tank car prices, effective 
June 17, are 11.9¢ for kerosine, 11.7¢ for No. 1 fuel, and 
10.7¢ for No. 2 fuel. In northern half of the state, the 
reduced prices also are subject to 0.5¢ gal. “temporary 
allowance.” 

Standard’s statewide tank wagon prices for distillates 
were unchanged at 14.7¢ for kerosine and Sohio Heat 
No. 1, and 13.7¢ for Sohio Heat No. 2. At Toledo, how- 
ever company is giving “temporary allowance” from these 
prices of 0.5¢ gal. 

In the Great Lakes Pipe Line territory, where most 
shippers have been trying for several months to “not see” 
some of the bad spots, a “new low” for regular-grade gaso- 
line—0.75¢ gal. off delivered terminal price—was dis- 
closed. This was an isolated sale, however, and most dis- 
counts were still 0.375¢ to 0.5¢ off delivered terminal 
prices. 

Penna. Lubes Pick Up—Not all market developments 
were on the negative side the past week. Sales of close to 
10,000 bbls. of bright stock were reported by Western 
Penna. refiners and they also noted a definite increase in 
inquiries for other base lubricating oil stocks. 

In the Mid-Continent there also was the growing firm- 
ness in heavy fuel oils. Some traders said these oils had 
switched to a seller’s market and refiners in some instances 
said they were getting inquiries they were unable to fill. 
A Kansas refiner, after making a 30,000-bbl. sale to a rail- 
road account, was turning down all No. 6 fuel inquiries. 
In Oklahoma, tank car marketers found suppliers rejecting 
bids of $0.85 bbl., Group 3, for No. 6 for resale, and even 
a scarcity of product available at $0.95, for resale. 

East and West Coasts were still plagued with gasoline 
price wars although retail prices were on the mend at two 
points. Prices below are exclusive of state and federal 
taxes, amount of which is shown in parentheses. 

Memphis, Tenn. (9¢)—Dealers here were enjoying 
period of “peace” in gasoline market following revival of 
city’s off-and-on price war about five months ago. At peak 
of price cutting, retail prices had dropped as much as 9¢ 
below “normal.” 

Trading stamps redeemable for gasoline or merchandise 
still were being given at some private brand stations, but 
pump prices were “just about normal.” Regular-grade at 
most major brand stations was posted at 20.9¢, in a few 
instances at 19.9¢. Most private brands were 17.9¢ with 
“two or three” stations posting 16.9¢. Tank wagon gen- 
erally is “normal” 15.3¢, with no “price assistance” being 
given to dealers. 

Pittsburgh, Pa. (7¢)—Dealers are “keeping fingers 
crossed,” hoping gasoline price cutting which is now con- 
fined to South Hills section and outskirts of city will not 
spread again to rest of Pittsburgh. Retail market has been 
depressed off and on since last Fall, with pump prices at 
times down as much as 8¢ below “normal.” 
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Regular-grade gasoline at most major brand stations in 
South Hills section is priced at 16.9¢ or 17.9¢, with private 
brands at 15.9¢ and 16.9¢. In rest of city, most major 
brand stations post “normal” 21.9¢, with private brands 
generally 2¢ lower. 

“Voluntary allowances” of 2.4¢ off “normal” posted 
16.3¢ tank wagon price reportedly were given by sup- 
pliers to South Hills dealers, but not in rest of city. 

Providence, R. I. (6¢)—Retail and tank wagon prices 
turned downward again. Two major suppliers reduced their 
dealer tank wagon postings 1.6¢ to 13.9¢ for regular-grade 
gasoline and cut was met by Socony-Vacuum on June 14. 
Some other suppliers reportedly were giving 1.6¢ “volun- 
tary allowances” off “normal” 15.5¢ postings. This brought 
tank wagon prices back down to level prevailing before 
increases made late in May. 

Pump prices for regular were down from 19.9¢ and 
20.9¢, to 17.9¢, at “considerable number” of major brand 
outlets, with a few posting 16.9¢. Private brands generally 
were priced at 15.9¢. 

Los Angeles, Calif. (8¢)—Sporadic price cutting which 
began last week among private brand multipump stations 
in Los Angeles Basin lowered regular-grade gasoline prices 
by as much as 6¢ gal. Rash of 11.9¢ signs broke out at 
self-serve outlets in Burbank while at least a dozen large 
units in southeastern industrial area were posting prices 
ranging from 12.9¢ to 14.9¢. 

Current “normal” private brand price is 17.9¢ with 
major brands at least 2¢ higher. 


Atlantic Coast 


Markets Generally Continue Quiet 


Terminal markets along the East Coast continued quiet 
the past week. While no price changes were disclosed, most 
reports indicated postings could be shaded on virtually all 
products. 

Only open market trading disclosed was “some small 
barge sales” of No. 6 fuel at $2.38 bbl. Pensacola. 

At New York harbor, barge lots of No. 2 fuel offered at 
“0.25¢ off (8.95¢) plus price protection” failed to find any 
buyer interest. “Discounts” of 0.15¢ off distillate postings 
in Baltimore and Philadelphia also were attracting few 
customers. 

Spot activity in gasoline market was in the doldrums, 
and contract shipments were described as “barely up to 
normal” or “under expectations.” 


Gulf Coast 


Cargo Trading Continues At Standstill 


Inquiries for spot cargoes and sales to other than con- 
tract accounts continued at low ebb at the Gulf the past 
week. Lack of open market demand was apparent in up- 
river also. Low quotations of refiners were reported un- 
changed. 

Emphasis of reports throughout the week was on 
“discounts” and the “complete lack” of open market trad- 
ing. Except for heavy fuel, cargo lots of all products were 
available at “discounts” (from low quoted prices), and 
consensus as to the amounts were: premium-grade gaso- 
line, 0.25¢; 87 oct. regular, 0.375¢; 84 oct. regular and 
lower octane grades, 0.5¢; kerosine and No. 2 fuel, 0.25¢. 

One small lot of regular-grade gasoline was said to have 
been “disposed of.” Details as to price, direction of 
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movement, etc., could not be learned. And there were 
no other sales disclosed that would in any way confirm 
status of prices. 

Three refiners reported reductions, or revisions, of gas- 
oline and distillate fuel quotations, but the lows of quoted 
price ranges were unchanged. 

Some refiners said it was too early to assess effect 
marketwise of reduction in refinery crude runs (324,000 
b/d) and drop in gasoline production (1,226,000 bbls.) 
as reported by API for week ended June 12. But there 
was a note of optimism on gasoline in reports of some 
traders for first time in several weeks, with three major 
east coast marketers indicated as “likely buyers” of July 
gasoline. 

Trend of octane ratings for gasoline continues upward, 
with one refiner reporting his regular-grade now testing 
90 octane. 

Six-months’ contract for “sizeable quantity” of heavy 
fuel was closed the past week but details were not revealed. 


Chicago District 


Gasoline, Light Fuels Continue Easy 


Local suppliers were battered from all directions last 
week as far as gasoline and light fuel prices were con- 
cerned. Heavy fuel, however, was steadier in Chicago 
District with easing of pressure from Rocky Mountain 
offerings. 

While quotations were unchanged for all products, it 
was generally conceded that top grades of regular gasoline 
were available as low as 11.5¢, FOB Chicago District, 
provided buyer would take 100,000 gals. or more. Instance 
also was reported of regular gasoline available at Franklin 
Park (Chicago) terminal of Great Lakes Pipe Line at 
11.75¢, or 0.75¢ off what is generally considered delivered 
cost. This was a new current low for pipe line gasoline. 
Under normal marketing conditions in the past, pipe line 
gasoline prices generally range from 0.25¢ to 0.5¢ over 
delivered cost prices. 

Light fuel prices also began slipping and temporary 
discounts of 0.5¢ and 0.6¢ off suppliers’ quoted prices 
were reported. In some instances, suppliers’ temporary 
prices to contract customers virtually matched open market 
competition from river terminals. Most large companies, 
however, shied away from being “too quick” to drop 
prices to jobbing trade, preferring to adhere to delayed 
billing and price protection as a way out of summer 
doldrums. 

Heavy fuels were slow, but appeared steadier as sup- 
pliers reported fewer “low-priced offerings” from Wyoming 
and Montana. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Shows No Improvement 


Failure of gasoline prices to improve by mid-June was 
sore point with most Midwest refiners, and light fuels 
unsettled the past week by the fact that some refiners 
were being shaken from their earlier firm stand against 
“special” summer prices. 

Some suppliers reported heavy fuels were steadier than 
at any time in the past few weeks. The reason for this 
was that takings of some large users had increased, road 
oil shipments were up, storing for coking operations was 
in progress at some plants, and “low” offerings from 
Wyoming and Montana were less numerous. 
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Prices (June 15 through June 21) 
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12 .625-14.55 
18.25-13.8 
18.6-18.75 


(5)11.25-11 .875(3 
10. 75-11 .875(2 
10.75-11 .375 
11.5-12.7 


11.5-12.26 
11.6-12.25 


10 .25-10 .625(3) 
10.25-10 .625 


10. 25-10 .625 
(2)10.75-11.8 
11. 3-11. 5 


15.4 
(2)16 .4-16.6 
15.4-16.1 


13 .45-14.3 


(2)12.7-14.1 
12.75-12.8 


15.15-16.4 
13.9(2) 


14.75-15.25 


Friday 
June 18 


(4)12 .25-18 .875 
11.75-18 
11.75-13 
Ry 625-14.2 


(6)11. 3. ae 
10. 76- pod 
10 Tecil, 
11.5-12. - 


11.5-12.25 
11.6-12 .26 


10 .25-10 .625(8) 
10 .25-10 .625 


10 25-10 .626 
(2)10 .75-11 .8 
11.26-11.5 
(2)11~11 .126 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
38. re 38 
ais. 9-14.6 
18 .3(2) 
12.7-14.1 
12.75-12 .8 


15.15-16.4 
18,9(2) 


Thursday 

June 17 
12.625-14 55 

13.25-18.8 

18 6-18.76 
(4)12. 8. 875 


ba 


10 25-10 .625(8) 
3. 25-10 .625 


0 .25-10 .625 
aie: 76-11.8 
11.25-11.6 
(2)11-11 126 
16.8 
15.4 
(2)16 .4-16 .6 
16 .4-16.1 
18 .45-14.8 
12-14.2 
(8)13 .9-14.6 
18.8 
12.7-14.1 
12.75-12.8 


15 .15-16,4 
13,9(2) 


ednesday 
June 16 
12.625-14.55 
13 .25-13.8 
18 6-18.76 
uns. 26-18 .876 


om. oi. 875(8 
76-11 .876(2 
10. xt 875 
11.6-12.7 
11.6-12.25 
11.6-12.25 


10 .25-10 .625(8) 
10 .25-10 .625 


10 .26-10 .625 
(2)10 .765-11.8 
11.26-11.6 
(2)11-11 .125 
3. : 


mie. Lis. 6 
4-161 


18 .45-14.8 
12-14.2 
(8)18 .9-14.6 
18 .8(2) 
12.7-14.1 

12.75-12.8 


15 .15-16.4 
13.9(2) 


Taeceday 
June 15 


12.625-14.55 
18.25-18.8 
18 6-18.75 


(4)12 .25-18 .875 
11.76-18 
11.75-18 
12.625-14.2 

13(2) 


13 


Ont tell sea) 
10 . 76-11 .8765(2 
10 .75-11 .875 


11.5-12.25 
10 .25-10 .625(3) 
10 .25-10 .625 
10 .25-10 .625 
(2)10.75-11.8 
11.25-11.5 
(2)L1-11 .126 
16.8 
15.4 
(2)16 .4-16.6 
16 .4-16.1 
18 .45-14.3 
12-14.2 
(8)18 .9-14.6 
13 .8(2 
12.7-14.1 
12.76-12.8 


15 .15-16.4 
18 .9(2) 


13.75-14 


15.5 
18.75 


14,75-15 25 
18.75-14 


15.5 
18.76 


14, 75-15 .26 14.75-15 .25 14.75-15.25 
18 .75-14 18 .75-14 18.75-14 


15.5 15.5 16.5 
18.75 18.76 18.75 





With disclosure that one shipper in Great Lakes Pipe 
Line had made a sale of regular-grade gasoline at 0.75¢ 
off delivered cost prices, it was apparent that gasoline 
has shown no improvement. 

Summer discounts for light fuels became more and more 
a topic of conversation among refiners. Some refiners 
still were flatly opposed to special summer prices, de- 
claring that “such discounts have never sold a gallon more 
of fuel.” Others, however, said, they were being “forced” 
to give discounts to meet competition. 


Mid-Continent 


Residual Fuel Demand Improves 


There was contraseasonal improvement in residual fuel 
demand in the Mid-Continent the past week, mainly as 
result of industrial buyers upping their summer-fill storage 
programs. Gasoline also remained in good demand, but 
weak pricewise, while distillates and lubricating oils were 
slow. 

The improvement in residual fuel market started about 
the second week in June, according to refiners and tank 
car marketers, when steel mills and utility companies 
started increasing their purchases. Since production of 
No. 6 fuel is slim now, with many refiners making coke, 
asphalt and road oils instead, it didn’t take long to dry 
up so-called “distress” material. By the end of last week, 
tank car marketers said it was difficult for them to buy 
No. 6 at $0.95, Group 3, for resale; refiners continued 
to quote upward from $1.00, Group 3, to general trade. 

In Kansas, residual was even described as “tight.” 
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Summer contracts, according to refiners, have left little 
material available for spot buyers, and one Kansas utility 
company had to seek part of its 175,000-bbl. requirement 
from Oklahoma sellers. One Kansas refiner said he sold 
30,000 bbls. to railroad for shipment in June. 

Gasoline, meantime, was moving well, with consump- 
tion very good in areas where wheat harvesting and other 
farming operations were going full blast. But most sources 
agreed there was still too much material hanging over 
market, making for weak price conditions. At northern 
pipe line terminals, it was still pretty much the same 

“off published 
prices,” plus transportation. 

Lubricating oil market was still weak, and inactive, 
but no price changes were reported by refiners. Distillates 
remained in normal seasonal lull, with only a little sum- 
mer-fill activity going on. 


Central Michigan 


Price Easiness Hits All Products 


To one class of trade or another, prices for all products 
were easy in Central Michigan the past week although 
refiners’ quotation generally were unchanged. Open mar- 
ket call was quiet. 

Aggressive sales on part of two large companies, in 
particular, were cited as unsettling consumer gasoline 
prices. A large refiner also was reported quick to meet 
“low” consumer prices, but was demanding evidence in 
each instance. 


Light fuel prices came back into the spotlight with 
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OIL MARKETS 








NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
June 21 16.06 12.35 
Month Ago » an 12.36 
Year Ago ay 16.11 12.35 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











disclosure that two large suppliers are allowing “temporary 
discounts” of 0.5¢ off tank wagon. Discounts are described 
in both cases as not necessarily holding until start of the 
heating season. 

While heavy fuels were quieter than in recent weeks, 
two suppliers said it was only a “matter of time” before 
recent 0.5¢ cuts in Detroit would fan out in diminishing 
amounts to the surrounding area. 


Western Penna. 


Lube Oil Inquiry Picks Up 


A revival of interest in Western Penna. lubricating oils 
was reported by refiners last week, and several substantial 
quantities of the base stocks were traded. Demand for 
crude scale wax and petrolatums remained active and gaso- 
line volume generally was seasonally good. 

One foreign sale and one domestic sale of bright stock, 
the two totaling more than 400,000 gals., were disclosed, 
marking the first reports in several weeks of any spot 
movement of this size. 

Refiners also noted an increase in inquiries for cylinder 
stock and neutral oils, though in some instances buyers 
were said to be merely feeling out the market. 

Key development regarding prices was that refiners were 
turning down an increasing number of “under the market” 
bids on the base stocks. Several felt that prices had hit 
“rock bottom” and that now was the time for a strong 
“hold the line” attitude. 

Crude scale wax demand continued active and refiners 
said there was no let up in foreign or domestic demand for 
petrolatums. 

Gasoline shipments were heavy against contracts but 
open market demand was quiet. 

Pickup in industrial demand was taking up some of the 
seasonal slack in fuel oil. 


Crude-Products Spreads Down 2¢ Bbl. 


Spreads between crude oil and refined products price 
averages for May as computed by Independent Petroleum 
Assn. of America are down 2¢ bbl. from April spreads and 
to lowest levels since Spring of 1950. 

For nine refinery markets and eight crude petroleum 
areas including California, crude-products spread dipped 
from $0.95 bbl. in April to $0.93 in May, or lowest since 
May 1950 when spread was $0.90. Price averages for all 
four principal products dropped with light fuels showing 
largest decline—0.13¢ gal. Crude average held at $2.82 
bbl., unchanged since January of this year when it declined 
1¢ bbl. 

For eight refinery markets and seven crude petroleum 
areas excluding California, crude-products spread dropped 
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from $0.78 bbl. in April to $0.76 in May, lowest since 
April 1950 when spread was $0.64. Light fuel average was 
down 0.16¢ gal., kerosine 0.15¢, with gasoline and heavy 
fuels averages showing lesser declines. Crude average was 
off 1¢ to $2.87 bbl. in first change since last Fall when it 
was down from $2.89 in August to $2.88 in September. 

IPAA’s averages for May and April 1954, and May 
1953, compare as follows: 


Table I—California Included 
Refined products in 9 May April May 
refinery markets: 1954 1954 1953 
Motor gasoline (¢ gal.) 11.80 11.85 11.70 
Kerosine (¢ gal.) 10.36 10.47 10.09 
Light fuel (¢ gal.) 8.96 9.09 8.61 
Heavy fuel (¢ gal.) ... 3.86 3.93 3.47 
Average above 4 products: 
Cents per gal. 8.92 8.99 8.69 
Dollars per bbl. 3.75 3.77 3.65 
Crude pet. in 8 areas ($ bbl.) 2.82 2.82 2.63 
Table 1l—California Excluded 
Refined products in 9 May April May 
refinery markets: 1954 1953 
Motor gasolise (¢ gal.) . 11.54 11.34 
Kerosine (¢ gal.) . 9.64 9.17 
Light fuel (¢ gal.) . 8.73 8.15 
Heavy fuel (¢ gal.) . . 3.26 
Average above 4 products: 
Cents per gal. , 8.71 8.33 
Dollars per bbl. J 3.66 3.50 
Crude pet. in 7 areas ($ bbl.) 4 2.88 2.63 


Prices shown above are weighted averages based on low 
quotations as published in National Petroleum News, and 
prepared by IPAA to reflect trend in oil prices and should 
not be interpreted as showing actual sales realization for 
producers or refiners. 

See March 17 NPN, P. 59, for weights allotted by IPAA 
to the various refinery districts, products and crude. 


Summer Lull Continues in LP-Gas 


Summer trading lull continues in liquefied petroleum 
gas markets with most manufacturers describing lack of 
demand as “normal for the season.” 

Spot material was still available past week as low as 
1.5¢ gal. for either butane or propane in some Mid- 
Continent districts, notably West Texas. 

While contract prices for propane are unchanged at 3¢, 
FOB Oklahoma shipping points, and 3 to 3.5¢ on Gulf 
Coast, some sellers are giving 0.5¢ gal. “summer discount” 
and some producers say they are considering reducing 
1954-55 contract postings to 2.5¢. In one instance, con- 
sumer contract for next 12 months is said to have been 
closed at that figure. 

On other hand, some manufacturers said that for 1954-55 
contract season, they expect to quote only delivered destina- 
tion prices, one adding that his accounts already are 100% 
on that basis. 

Increased underground storage space scheduled to be 
completed shortly is expected to relieve some of current 
propane surplus. 





Crude Oil Prices 


No changes reported in crude oil prices in 
week ended June 19. For crude oil price sched- 
ules, see May 26 NPN, P. 56-57. 














at@iaen in effect June 21 at Refineries and Terminals 


CALIFORNIA ARK. (For shipment to Ark. & La. 
Gasoline Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt.) BO Cab, PUGMos ccccccccces (2)13 .85-18.1 
oe HER Te : oe 
6)11. ( 
San Francisco Dist.: 
1025-10 .625(3) 17.88-18.6 
15 .85-16.1 


17,85-18.6 
15 .86-16.1 


11.75-18 


a. 0-Fe-IL ars 875 Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 
* o.. sete anes . , Kerosine gett 56) 


‘875-9. 75 10.5-11 
@yloTe-1i 8 No. 1 fue ‘ ‘ No. 2 fuel 10. 15-10. 75(2) 
5 : 8.25-9.125 10.15 
v. rex. (Texas & New Mex. shpt.) 


OKLA., Group 3 (Northern shpt.) Kerosine on. 2 
(5)9 . 125-9 .5(8) ) 
ih: 15-11.85 

8.875-9 25 (8110. 15- “il. 1 


CENTRAL MICHIGAN 
11.6-12.25 
(2)11-11. 126 MIDWESTERN (Group 3 basis) (POS Conteal Michigan refineries.) 
CENT. W. TEX. (Track 06 PW. 0 0. 500205000- - (499.126-9..75 
“Teen le 58 & above D.i. Diesel. 


° 8.75-10 
1-1.16(2) . 7.25-8 .25(2) 
) 


7-7 .5(4 
N. TEX. (Texas & New Mex. yo 
42-44 w.w % OHIO—Quotations of 8.0, Ohio for delivery to 
58 & above D.I. Diesel. " ops. Ohio points: 
No. 6 fuel $1. 25 i. 60 x11.9(a) 
. x11.7(a) 
W. TEX. (Texas & New Mex, shpt.) : x10.7(a) 
(a)Subject to 0.5¢ “temporary allowance” in 
northern half of Ohio. 
WESTERN PENNA. ‘65-1. 
Svadiend-Wamven: ag san Jouswin Valle tai 
15.15-16.4 E. TEX. biggies transport lots) 


13.9(2) pe Sh eee ear 5-9. 7502) i fuel (PS 460 
58 & above D.1: Diesel. 8.75-9.7 Light fuel (PS 300 00) 0. 
No. 6 $1.30-1. 60 Diesel fuel es 200 


Stove dist. (PS 1 


San oe Dist.: 
15.5 . 40-43 w 
18.765 No. 2 fuel 8. Heavy fuel (PS 400). 
No. 6 fuel . Light fuel (PS 300) 
Sho Daeetions of 8.0. Ohio for delivery to Diesel fuel (PS 200) 
Ohio points eee (For Kansas destinations only Stove dist. (PS 100) 
NEF ar. 875-10. 5 
CENT 52 & below DL he ; ido ee (2)18.8-14.3 
Bal SCENGAR No. 1 1" 4 Heavy fuel (PS = .. $1,.80-2.10 
(FOB Central Michigan refineries) No. 25-9. Light fuel (PS 300)........ $2.25-2.30(3) 
(4)14.5-14.75(2) No. $1.65 Diese! fuel (PS 200) 10.25-13.2 
(4)18 6-13.75 No. ... $1.20-1.30(2) Stove dist. (PS 100) 10.5-14.7 


14. 75-15 . 25 
18. 75-14 oo. by TEX. (Truck transport lots) 
9. 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil distribution or publication. During periods of short supply, some sellers 
Price Service, associated with National Petroleum News, whose and at times all sellers, withhold quotations to new customers or the 
resentatives in all NPN-OILGRAM offices devote their time exclusively posting of firm prices but give OILGRAM the prices they otherwise 
to reporting oil industry prices everywhere. would quote to the trade in general and which they confine to their 

Prices shown in tables are sales prices or quotations or general offers regular customers only, and such prices appear in the price tables. 
or posted prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by STM Research Method and are minimum 
tanker terminal operators; for current sales and shipments; for the busi- ratings, except where My M is used to indicate that octane rating is 
ness day or period stated; except Tank Wagon prices, prices are for by ASTM Motor Method. For further details of price conditions apply 
bulk lots such as tank car, truck transport, barge; prices applying to to any NPN-OILGRAM office or see back of any OILGRAM Price 
barges or cargoes or truck transport lots only, so designated; FOB re- Service invoice. 
fineries or terminals; in cents per gal., except per bbl. where $ sign is ; 
shown; wax and petrolatums in cents per pound, ex all fees and taxes; For complete price service delivered daily from nearest OILGRAM 
for crude oil and its products lawfully produced and transported; re- eet office, New York, Chicago and Houston, address Pilatt’s 
ported as received by OJLGRAM and National Petroleum News but not LGRAM Price perwies, 330 W. 42nd St., New York 36, N. Y. Annual 
guaranteed; for subscribers’ private use only and not for resale or Sbecription rate in U. S.: $150 per year, payable in advance. 





CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


ATLANTA, GA. PITTSBURGH, PA. TEXAS CITY, TEXAS 
1401 PEACHTREE STREET BENEDUM-TREES BUILDING REFINERY 
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Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
yay in any Mid-Continent manufacturing 


FOB GROUP 3 
Grade 26-70 


FOR BRECKENRIDGE 
Grade 26-70 


(Quotations) 
(Quotations ) 


Lubricating Oils 
WESTERN PENNA. 


Prices are for _~ ome or offers reliably re- 
ported, to jobb only 





Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 480-425 fi. 


(6)14.5-15 


eee (2)10-11 
-++ (2)11-12 
- (2)12.5-13.5x 


MIDCONTINENT LUBES 
FOB for domestic shipment onl 


Tulsa 
Bright Stocks, vis. at 210° Neutrals, vis. at 100 00°, 
0-10 p. p. 


Neutral Oils—Conventional 


250 vis. 
280 vis. 
800 vis. 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 
96 vi 


20-22 


(3 )16-16.5(3 
(3)16.25-16.75(8 
(3)16.76-17.25(2 


Cylinder Stocks 
600 «.r., olive green 15.5 
GULF COAST—Solvent Refined Lubes, 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 
— vis., 0-10 pour test, 
95 v 18.75-19(4) 
Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 
(2)14.5-15(8) 
(2)15-15 . 75(8) 
(2)16 .56-16 .25(8) 
(4)17-17.5 
SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex.’ refineries for do- 
mestic and/or export shipment.) 


RED O1Ls: 
Vis. Color 


12.25(5) 


Petrolatums 


WESTERN PENNA. 


(Bbis., carloads; tank car. 1 to 1.5c¢ leas) 
Snow white. 125-7 .75 
. 15-7 .375(2) 
.625-7 .25 
. 125-6 .75(2) 
. 25-5 .75 
6. 25-5 .75 


Naphthas & Solvents 


(FOB Group 3) 
Stoddard solvent.......... 12.875(3) 
Cc 12.875(2) 
12 .875(4) 
11.875(4) 
12.875(3) 
(2)18 . 125-13 .8765 
(2)14.125-14 626 


Lacquer diluent........... 
Benzo! diluent 





ty ‘SCULLY SIGNAL COMPANY 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD. Toronto, Ontario 


WESTERN PENNA. 
Oi City: 
Stoddard solvent 


Pittsburgh: 


So -aoaes of 8.0. Ohio for delivery Ohio 
points 


V.M AP. naphtha 
— spirits & stoddard 


&. TEXAS (Truck Traspt. lots) 
Stoddard solvent 


CENT. W. TEX. (Truck Trnspt. lots) 
Btoddard solvent 


KANSAS (For Kans. Dest'n. only) 


ATLANTIC COAST 

V.M.&aP. Mineral 

Naphthea Spirits 
New York Harbor. 18(4) 17(6) 
Philadelphia...... 17 .6(4) 16 .5(5 
Baltimore sain 16.514 
Boston. . 18 .5(4) 17.515 
Providence... . 19.5 17.515 


174 a Street 
Melrose 76, Mass. 





Model LA for new 
tank installations 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











WHICH 


Ot @) Ui 6) Se BO Re 70) 


FOLLOW ? Is your brand oil business un- 


protected. 


.or do you have the 


assurance 


of always receiving the highest quality 100% 
Pure Pennsylvania Lubricating Oils felt 


onsistently fair prices 
that does not compete against you? 


iuelisme Mellel 
UNITED 


has given its jobber and marketer customers 


full protection for 


over 50 years 


Write, Wire or Phone for Information 


PURE PENNSYL 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect June 21 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial Industrial 
Propane Propane 


8 
7.75(8) 
8-8.5 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 
124-126 A.m.p............ (2)5 . 25-5 .65 


SEABOARD 
aicites points are a, 


labs 
FAS scale in bags or bbis., fa 
begs or cartons. 


Crude Scale: 
124-126 white. ... 


N.Y. Domestic N.Y. Export 
7.10(2) 6 .5-6.6(3) 


Fully Refined: 


&: eas 
ci Cor) 
& 
£ 
bd 


Es 
8 


RBRBBN 
cbbbe 


on 
n 
Wcca- cwoa-3 


seee 


Chicago District Prices 


Prices to jobbers in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 


Motor Gasoline 


12.75-14.85 
11.75-18 .85 


Light Fuel Oils 


mange ofl 10 .625-11 .35 
No. 2 fuel 


9 .625-10.35 


(8)6 . 7-6 .95(2) 
(2)5 .9-6.05 


No. 6, high sulfur....... «+ (4)5.7-5.95(2) 


Mexican Bunker Prices 


U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
Gatos Bunkers) 
Mexican Gul 


$3.75 
8.75 

Pacific Coast 
$5.65 


4.75 
4.75 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


(In Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... .. 
Seattle, Wash..... 


$1.80(6) 
1.85(4) 
2.10(4) 
2.10(4) 


46 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries: & tanker terminals and of tanker terminal operators 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 
Prem. 
Gasoline 

16.3 

15.4 

x16 .6-17.1(4) 
15.4-16.1 


86 Oct. 
one. 


83 Oct. 
Rex. 





18 .45-14.3 
12-14.2 


14.6(6) 
(2)12.7-14.1 
12.75-12.8 


erosine 
hi No. 1 Fuel (*) 


K 
No. 2 Fuel (*) 


8-209) 
8.95(19) 
9.4(11) 

9 .2-935 (10) 
9.1(4) 





x13-14.5(4) 
12.6-13 .25 
11.5-12.5 


9.1 
9.25(16) 
9.56 





14.4-15.4 
14.9 
(2)14.6-15.4 


(2)12.25-12.3 





. (2)16.8 
14.4 


13 8-15.6 
14.7 


12.6-18.2 
18.2(2) 


10.3 
11.1(2) 





. (2)16.4-16.6 


.. (2)14.9-15.7 
x17_1(4) 
x17(4) 


(3)13.9-14.6 
8 


10.2-10 .35(9) 
9.95-10.1(8) 





. (2)14.6-15.7 
14.2-15.6 


18 4-15 .85(2) 


Gas House 
Gas Oils 
(*) 


N. Y. Harbor.. 9.38 Ge 


No. 4 Fuel 
.16-8 .72 


(2)18 1-18 .4(4) 
12.9-13 .3(5) 


12.4-18.85 


No. 5 
Fuel 


$2.78 
2.70 
2.76 
2.70 


12.07 


Diesel Oil (*) 
Shore Plants 


(50 et., 55 d. i.) 


9.75(5) 


11.7(8) 
10.4(7) 


Light Diesel 
Ships’ Bunkers Heavy Diesel 
(45 ct., 45 d. i.). Ships’ Bunkers 


$3 .64(4) 





Baton Rouge... 
do barges. ... 

Boston 

Charleston . 


2.42 
2.39 
$.09(6) 


9 .65(6) 
9.6(2) 


$.91(3) 
8.89(2) 





Houston. 
Jacksonville. . 


Mobile. 


9(2) 
10(6) 
10.2(2) 


.: 70-3 .74(5) 
4.20(6) 





New Haven... 
New Orleans. . 
do barges... 


2.42 
2.39 
2.75 





Philadelphia... . 
Pt. Everglades.. 
Portland 
Providence... . 


2.9916) 


$.09(8) 


9.6-9.76(7) 
10(8) 


9.75(4) 
9.65(4) 


$.95(4) 
4.20(4) 





Savannah.. 
ampa 
wnt 


No. 6 Fuel 
No Sulfur 
Guarantee 
x. =. —— One. #6. -28(8) 


~~ AEG 


2.80 


No. 6 Fuel 
No Sulfur 
Guarantee 
Barges 
$2.25(15) 


10(6) 
10(6) 


9.6(2) 


No. 6 Fuel 
Max. 1, % 
Sulfur 


(2)$2 85-2. 48 


4.20(5) 
8.89(3) 


No. 6 Fuel 
Max. 1, % 
Sulfur 


Bunker C 
Fuel 
Shi 
Bun 


(2)$2.35-2.40 $2.25(10) 





Baton ——s 
Boston 


~ 








New Haven. 
New Orleans. .. 
orfolk 


SBSNsaaals 
se 


L_~— 
com 00 


41 





iJ 
? 
i) 


-22(7) 


_ 
wo 
~~. 


4) 


bd tt 


2.28-2.30(3) 


2.44-2.54 


2.25-2.278) 


2.41 





tellers to bul! 


09 po] PO PO Pe PO tere po Nornwre| rrr 


- 
a 

Po ws 
> 
—~ 


E 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 

Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other _refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price i the n of that price. 


Kerosine & Light Fuels 





Aviation Gasoli MIL-F- 
Grade 115/146. = ” oon) 
Grade 100/130 
Grade 91/ 


Jet Fuel (MIL-F-5624a) 
Grade JP-4 


9(8)-9 25-9. 75 (2) 
17.26(2) .8(3)-8 . 25-8 .5-8 .75(3) 


. (2)9.25-9.75 
Motor Gasoline 


95 Oct. Prem. . 12-12. 25-12. 5- 13- .. 26(2)- 13.75 
. Prem. -11.5-11.7 at 12.5-13 
oe 25 


43-47 Diesel Index. . . 
48-52 Diesel Index... 
63-57 Diesel Index 


. .8(8)-8 .25-8 .5x 
8 .125(3)-8 .375-8 .5x 
8 .25(3)-8 .5-8 .625-8 . 75x 


Heavy Fuel—Cargoes 
He: S Punk, O-80 pb... ccccccccessse $2.60(2) 
Bunker “C” Fuel...... .$1.85(7)-1.90-1.95-2.00 


9.75 (8)- 10 


Oct. , 
70-72 Oct. M Leaded -9.75(2) 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District 


Grade 100/130 Grade 91/96 


18.1(2) 
18.2 


Grade 80 


Buffalo Detroit 

4 
15 .2(2) vene eats 
11.4(6) eave 11.85 
10.8(8) _ 11.75-12.06 
coed (2)11.75-11.9(2) 
10.4(5) (2)10. Oy a 9(2) 
obas (3) 


6 Fuel é 85(3) 
my "Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential degree of a applies for gravities below and above those shown, 


except for Lagunillas xy % price shown applies ess of gravity. Price dae Ty ag ry 
for ench cargo fo thet ie cect ot time verse ¢ for loadi For purchases made ds, 


rices shown are basis for such a we —_ deluetions being ae -4 for terminaling and pipe 
ine services in accordance with published tariff: by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl. 
Gravity API Price (Bbl.) FOB Effective Date 
Las Piedras or Amuay 





wt 
- 
ea 


a ant t-te eat a tC 
ZSSRVSRRSSSTSS 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of ‘gravity applies for gravities below and above those shown. ) 

Persian Gulf 
Gravity Price 
Esso 7 36-86 .9 
M. E. Crude Sales 34-84.9 
Soc.-Vac. Overseas Supply J 
Esso Export 


Crude Company 


Arabian 
Arabian 
Arabian 


Basrah 
Iraq Anglo-Iranian 
Iraq iS} Petroleum 
Iraq Te Overseas Supply 
Kuwait a 
Kuwait f Exploration 
tar Aeeied ranian 
Esso E 


Shell Petroleum : 
Soc.-Vac. Overseas Supply 89-89. ‘9 


Leading Port 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 
Fao, Iraq 
Fao, = 
Fao, Ira 
Mins-al-Ahmadi, Kuwait 
Mina-al-Ahmadi, Kuwait 
Umm Said, 
Umm Said, Qatar 
Umm Said, Qatar 
Umm Said, Qatar 
ean 

Sidon, 
Sid 
Sidon 
Tapeh 

pon, 
Tripoli, 
Tripoll, 


Effective Date 
7-27-68 


gnqoenencorsnseepenseeesh™ 
RFSLRRKSSSLES 


E 


Soc.-Vac. Overseas Supply 
Anglo-Iranian 


Shell Petroleum 
Soe.-Vac. Overseas Supply 


wevevce zi 
pono 9019098080 
SSSSSRS 





Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other ernment charges, 
for crude within gravity range stated, loaded lots, FOB port indicated. 


Crude Cempany FOB Effective Date 
Seria Light Sarawak Ollfields Ltd. Lutong, Sarawak 4- 1-64 


June 23, 1954 * NATIONAL PETROLEUM NEWS 


aragon 


wont eerrer 


30 £. 40 $t., N.Y.C. EV 8-4100 





of Uniform High Quality 
for TANK CAR BUYERS 


DEEP apes OIL CORPORATION 


NE 4 





PATENT CHEMIC 
’ 2 


Poterson 4, New Jersey 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
O FIFTH AVENUE NEW YORK 20 WY 














This Is Your 
Market Place! 


Write today for Advertising 


Space Rates. 


NATIONAL PETROLEUM 
NEWS 


330 West 42nd Street 
New York 36, N. Y. 











PRICES in effect June 21—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; also city and county taxes 
as indicated in footnotes. Kerosine tank a 


taxes; kerosine tages where levied are indicate 
if any, are shown in footnotes. These 


but subject to later correction. 

Atlantic Atlantic 

Refining (Regular Grade) 
Cons. Dir 


T.W. Taxes 


Allentown, 
Pa. 


Williamsport 
Wilmington, 
Del.. 


+ ardarwaadwoas aS & Ba Dompweiom 


a © © bRAOHHeANweNe AH &@ Aad oOONt 


15.7 
15.4 


Miners! Spirits V.M.&P. 
a Sp Ww. 


CO CP YD AMA*WM*AAAIAATD 2% A AIAIIAIIIAAA 
co So S&S O&O SeeeSeSeSeoSCOoSeS ofS S&S SoSooceSooSCO 


19.5 
23.0 


Heavy Fuel Oils—T.W. 
No. 5 No. 6 
Philadelphia, Pa. 6 6.36 
Notes: 
ete i cuedtine t.w. prices 2.5¢ above 
lar, ex Georgia and Florida 2c. 
erosine— hres Pa. & Del., om le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
@als., 2c for less than 100 gals. 
Mineral Spirits prices also apply to Stoddard 
Bolvent. 
x Effective June 11. 


Cont’] (‘N. B. Prices are Continental's 
tank-wagon prices. 
Oil prices may vary from those 
because of local conditions.) 
Cenoco Demand 
N-tane (8rd Gaso 
(qqguter) rade) line 
Tank Wagon Taxes 
8 


DOVALSRERONOOAD 
00 00 00 %© 00 G0 G0 ~3 00 G0 G0 G0 G0 G0 G0 60 Go 
mMaANornoooooooosoooe 
HM WdIdd ONS DD MDOWMORD. 


__ Gasoline tax column includes these city tax- 
: Albuquerque & ag agg 0.5c; Santa Fe, ic; 
‘een le; Casper, le. 
Discounts: 
Salt Lake City and Twin Falls gasoline and 
— ot paw oy y of less than 
gals. ga ct 0.5 
and over, deduct le. P tl 
Notes: 


T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 


48 


rices also do not include 


prices in effect June 21, 1954, 
as posted by principal marketing compantes at their headquarters’ offices, 


Kans. a oh La. 


ootnotes. Discounts, 1/20c; C. 1/4c; 


CHEVRON 


Stenmdard of 


Go or =3 OO Co 
PP O10 OOO W-1-I8 oe 
coacogagmonoocro 


19. 

22. 
6 22. 
6 20. 
6 20. 
8 22 
6 20. 
6 24. 
9 20. 
2 20 
i) 82 
3 21 


Standard Standard 
Diesel Standard wy 





(400 gals. & over) (ex oll taxes) 
12.7 
12.2 
13.5 
16.1 





3 
wrt OAHOHH A wtoD> 


ply to all quantities in excess of is. 
evron Supreme (Premium) are 

d Salt 

Chev 


than 40 gal. deliv 
gals.-and-over price, except at oy add 


Sho: R dd = Chev 
ron Aviation 80/87 quantity delivered prices, 
oo 91/98, 5.0e for 100/130 and 8.0e for 


i -T. prices, except at 4 kate 
City, apply to deliveries of 400 gals. 
For oth eliveri: than 40 als. add 
8c; 200-399 gals., add le; 40-199 gals., add 4c; 
tank car/trock trailer; deduct 1.5c. Salt Lake 
Cc ted tank truck price is for minimum 
40 . deliveries. 
Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
. or more. For other deliveries: 40-199 
gals., add ic; 200-899 gals., add 0.5c; less 
than 40 gals., add 5c. 
*Standard No. 2 Burner Oil. 


Humble 

Humble Gasoline Gaso- Kerosine 

Oil Regular Tank Re- 
T.W. Retail Taxes Wagon tail 

Dallas, Tex... 14.8 20.1 < 18.8 17.5 

Ft. Worth.... 14.8 20. * 18.3 17.5 
14.7 : . 18.8 17.6 

San Antonio.. 15.° ‘ i 13.3 17.6 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Inspection fees per 
unless ga specified, 
gasoline 

Ae i00es | 1/32e; Minn. 5/200c; Mo. if2ses Neb. 


. included in ~ gasoline and kerosine prices 
are as follow: 

"Ark. 1/20c; Fila. 1/8c; Ill. 3/100c; Ind. 2/25c; 

4/1 Wes, Nev. 

. 1/20c; Okla. 2/25c; S. C. 1/8e; 1/40c; 


Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 


Tenn. dies and ‘Wise. 3/100c. 
Kerosine inspection fees only: 


Esso Esso Gasoline 

d ol — Grade) ™ 
Sta asoline ero- 
nea Cons. Dir. sine 
T.W. T.W. Taxes T.W. 


Atlantic City, N. J.. %. 2 138.8 
Newark 18.7 
18: 


os 

ter 
a 
oO 


_-_ 
oOo 
— 


MOM OMOOWOOH Ie: Ww: 





AIO OO IR METMCOKMPNOMIIMOROONADMHi 
DW OOOO OOOO OOO OOOO OOO -1-2-2-20 WW WMH WON 
Nooooooooooo oo oo OOS Oooo SOOO OOSOO 


weow-mowron: :: 


8, ‘. 
24.0 25.5 
16.7 
25.5 


17.2 


FUEL OILS—T.W. 

No. 1 No.2" No.4 No.6 
Atlantic City, N. J. 18. : Be . 
13.7 12.7 $8.684 $2836 
. 3.73 2.86 
13.3 4.05 2.89 
Sh | 4068 ese 
18.8 cece deve 

 ¥ BS coe 


— 
rer 
wr 


od 
PNWOKLWOL 
2a Or woe 


hed ‘ 
r<) 


Pama Louisiana kerosine griees do ‘est include 


state tax. 

Notes: Kerosine mo 1—Atlantiec City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for t,-* than 100 gals. 

o. 6—W: Tice is for min. delivery 
of 1,050 gals.; for in. delivery of 2,500 gals. 
price is $2.83 per bbL 

Premium-grade gasoline t.w. prices 2.50 
above regular. 


| rial (Prices are per im 
mporee arrive at 
oil subtract 1 een) 


ifax, 
St. Sane. N.B x2 
Charlottetown, P. E. = 


——_ 
PP ORAOHAARAIIAd 
© 
cocoocceooooo 
oppo aris mtoreiene 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5c 
above regular. 

*Price is for Premium-grade. 

Effective dates: xJune 14. 
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PRICES in effect June 21—TankWagon—Cont. 


Socony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat 
Gasoline 80 91 100 Cons. Dir. Cons. Dir. Mobil Kerosine Diesel (No, 2 Fuel) 
Tases T.V. T.V7. TW. FL TH FT.0. F.0. TH. Vo’ T.0. FC. T.c. Yard 


Om RS ag City: 


14-6 
15.4 
15.2 





> a oe Re: atom 


WKH RAAAagmoan. aa 
Woe AwweeHae corso 


. © betes 
OOSOS. OSES: SESS: @: ; 
* pegewton pete: Hacer 
ao 
: fap: bet 


a 
HORROR OAOHANNH BAWAAnaran 


ii:7 
12.1 


Rochester Providence 
5 ’ x 20.0 19.6 
22.6 . ‘ ‘ 21.6 
prices are 8% city sales tax, Syracuse p 2% city sales tax, applicable to price of gasoline (ex tax). 
Gteosentne Mobile Cmino—tew York City (all Porous) an and ut. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more 
Mobilheat—New York’ City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for + deliveries of — gal. or more. 


Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bu 
Effective dates: Rand *June 14; xJune 15. 
Sta Sohio X-Tane Gasoline 
Ohio ndard Aviation Gas.-Cons. T.W. (Reguler Grade) Naphthe & Grtoonse—Come. T.W. 
Schio Sehio Sohio Con- Re- S.R. D.C. M.&aP. Soh 
Gasoline Avia. Avia. sumer sell- Sol- ‘Noobs Varno- Sol- Kerosine No. ! 
Taxes 80 100 ers tha lene vent T.W. Sobie- 


BRIER cccvssccrcceseccce -« 32 


BAIR ~IAV=I=IAIWSARAMAMMARMAAMRAAADAAH 
ecrooscoosooooooosoSoSoSoSoSoSoSOSCSO 
DROWN OHMBOSHR SAWDOIATTMOTFSeee 


0 G0 00 20 00 G0 G0 G0 G0 G0 0 0 jem 
Go to 09 GO COCO CO COCO COO Ow 
DaARAAaaranaanne 
RAMAN MNO Oe 

az 
SESBBEEEEEEES ff 
coocoecoescoos i 
SESSEEEEEEESE 
eococeeocoeoososo 
RERARERREEEEE 
ecoococooooscoccso 
BURRBREEBEER 
coooceoooocoso 
Wawa aaa aaa as 


0 
6 
0 
.0 
.0 
.0 
.0 
.0 
.0 
.0 
0 

0 


eae yy operators can purchase aviation gasoline less 4c per gal. State Road Tax by eupporting purchase with State Tax Exemption Form 
a supp 
its: Sehio Aviation—on hangar [oe b—- resellers, 2c off consumer t.w. 
Netes: Kerosine, Nos. 1 and 2 Fuels Prices are for 100 or more, 50 to 99 gals. add ic per gal., 1-49 gals. add 2c per gal. 
— ae & Solvents—T.W. and drum prices are for of 600 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 18° 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company onerated 
«tations. 


f *Subject to 0.5¢ “temporary Allowance”. xEffective June 17. 


Indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
‘ Indiana bulk plants where the company’s prices are publicly posted. 
Red Cro lex Furnace —_——— 
(Reg. Grade) Gaso- Kero- 100 100-100. 175- Kentucky 


Cons. Me 1 Is. 175 349 on ¥3 fe, Standard 


T.W over gals. gals. 





Chi , il 
South Bend, Ind..... 
Mich. 


— 


i2'8* 


oe 
© OO IIH I-33 
BAAIMA We wee 


Pete ae tat he ph ht 
escocoocooncoso 


Milwaukee, Wisc.... . 


— 
SOCCHS“®O~CCCCeSe 


Fuel Oils—T. W -Citeame, & m. 
Heater Oil Furnace Oil 
16.8 15.8 








COOK KK AVBAGTwBeorvones 
= 


cooceoeooeoosoooo 
eacaaccnacaa-ane 





Gasoli tax col includes these city # 
county taxes: Mobile, 3c city; Birmingham, le 
county; Montgomery, lc city & le county 
pny le city. Other taxes not included is 

ices: kerosine, le; Mon 
an le; Mississippi, kerosine 0.5e. 


1-749 
750 ga 


Taxes: St. Louis, Mo., ¢ tax le 
eity tax. Des Moines, Ia., kerosine and furnace Notes: Dealer t.w. prices apply also to all Notes: 
oil prices do not include 6¢ state tax. State classes of consumers with minimum delivery es: 
sales, occupation, consumer & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added where applicable. Premium-grade gasoline t.w. prices 2c above recular. 

*“Temporary” price. regular Cons. t.w. prices same as net dealer prices 


Ae aanaan 
oxnevorzoocooee 


- 
= 
3 
nan 
o 
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Arab ‘Oil Man’ Lignts Old Cairo’s Lamps 


wer 
Alo me * er FP heart r ie 
2? ) et ewe ei é Ibrahim Mohammed Khalil, Arab “oil jobber,” has been 
—_ peddling kerosine in the winding streets of Cairo for 
50 years. 

He is one of about 100 registered kerosine cart peddlers, 
whose tank wagons are owned by Esso Standard (Near 
East), Inc. in Cairo. 

The picturesque peddler, who now is in his eighties, 
fills his small tank at a bulk plant each morning before 
making his rounds. 

By 6 a.m., his little flower-bedecked donkey Gallant 
Werrior is pulling the cart through Misr el Kadima, Cairo’s 
oldest quarter. 

Khalil also serves as a traveling newspaper for his cus- 
tomers. As he makes his rounds selling kerosine for lamps 
and stores, he picks up the neighborhood news and calls 
it out at various points on the trip, adding his own jokes 
and puns. 

As befits one who has become something of an institu- 
tion in the ancient Egyptian city, Khalil usually is followed 
by crowds of admiring children as he jogs along his route. 





—s “> ” 


AFTER LOADING his tank, Khalil .. . 


WIDE WORLD 





Wink WORLD WIDE WORLD WIDE WORLD 


jogs through Cairo streets .. . passing along the news... and delivering his wares 
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Tank Truckers Rap 
ICC Leasing Limits 


Tank truck carriers are working for 
exemption from proposed Interstate 
Commerce Commission rules that 
would outlaw truck trip leases of less 
than 30 days and prohibit payment of 
compensation on the basis of a per- 
centage of rates or revenues. 

In a statement filed with ICC, C. 
Austin Sutherland, managing director 
of the National Tank Truck Carriers, 
Inc., declared that such rules would re- 
move from tank truck operations the 
“flexibility” required to meet the needs 
of military and civilian customers. 

Sutherland made the 
points: 

—Fluctuations in oil demand bring 
about acute shortages either in stor- 
ages facilities at the point of origin 
or manufacturing or storage facilities 
at the point of consumption. This 
creates acute transportation conditions. 

—A similar situation exists with the 
military forces and the agriculture 
industry. Periods of bad weather or 
other conditions that cause inactivity 
fill storage facilities, then periods of 


peak consumption cause acute short- 
ages. 


following 


—lIf carriers were not able to aug- 
ment their equipment by lease, except 
for periods of 30 days or more, it 
would be practically as well as eco- 
nomically impossible to meet these 
situations. 

The only other alternative to meet 
this would be the granting of numerous 
temporary authorities by ICC mostly 
on telephonic or telegraphic advice 
to owners of available and suitable 
equipment who were not presently 
authorized. The additional expense 
thrown on the owners of the equip- 
ment and the burden thrown on the 
commission would be incalculable. 

—The amount of equipment in the 
U.S. available for lease is very limited. 
By far the vast majority of this equip- 
ment is leased on a long basis. How- 
ever, this does not lessen the im- 
portance to the tank truck industry of 
having available to it for extremely 
short periods equipment that other- 
wise would be idle when an acute 
need exists for its use. 

—The revenue derived from any 
particular haul is the same whether 
the equipment is company-owned or 
is leased for periods over or under 
30 days. 





UNDISPLAYED RATE 

$1.50 a line. Minimum 3 lines. Box numbers 
count one additional line. 

posrreo WANTED. Undisplayed rate is one 

half of above rate, payable in advance. 

DISCOUNT OF 10% if full payment is mode 
in advance for 4.J consecutive insertions of 
undisplayed ads. 


CLASSIFIED 





DISPLAYED RATE 
The edvertising rete is $14.50 per tach for ll 
tract basis. — § Ra, Jes 


AN ADVERTISING INCH is measured 
vertically on one column, 3 columas—30 1 ~ 
—to a page. 


Send NEW ADVERTISEMENTS to Classi} dvertising Division 
NATIONAL PETROLEUM News, 330 W. 420d 4 N. Y. *56, N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 




















JSINESS FOR SALE 
) gt Wateette Distributor handling Major 
Brand, | ed New York State. Large bulk plant, 
Tractors, o*Prailers, . despensing equipment 
including properties. Doing 
yearly. Selling because of ill health. 

BO 3061 National Petroleum News 


330 W. 42 St., New York 36, N. Y 


gallons 








TANK TRAILERS: 17—4000 gol. (1200-800- 
-1200). 3” lines, Em. — Cross over- 

lines, 2-244" or 3” Meters, large side box, legs 
x 20 tires, Air brokes, qs y clean trade ins. 

Perfect for station dely. Price $1750.00. 


BRUCE E. HACKETT CO. 
621 West 58 St. KCMO. Phone, Hiland 1385 








REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan 


Ave. (11) 
SAN FRANCISCO 


68 Post St. (4) 





EMPLOYMENT 


—— —=— Peolist 


P Vacant : se 


Wanted a Mgr. for a Co-op in Eau Claire, Wis. 
doing over % million dollars worth of Petroleum. 
Tire, Hardware, and Machinery business per 
year. Give reference and _ state qualifications. 
Write Box 133, Eau Claire, Wisconsin. 


Service Manager to take ennghetn charge of 
Esso Distributor’s burner service and installation 
department, handling over 4000 fuel oil accounts. 
Salary commensurate with ability and experience 
Write giving full information and photograph, if 
available. Mid-Hudson Oil Company, Inc., Box 
349, Poughkeepsie New York. 























= Position Wanted —_—_—— 





Widely experienced Petroleum Marketing and 
operations man, 28, married, with knowledge of 
English, Spanish, Portuguese and some French, 
specialising in service station and dealers work 
and presently employed in Canada, wishes to re 
locate with promising concern in USA or abroad. 
PW-3116, National Petroleum News. 


SSS — Selling Opportunity War Wanted —— 
Manufacturers’ Agent: My 15 years outta 
in oil marketing, major and independent, sales 
and management, is now turned to establishing 
manufacturers’ agency in New Jersey, New York, 
and Connecticut area. Inquiries invited from man 
ufacturers—equipment and automotive. Excellent 
references. RA-3101, National Petroleum News 


|) EQUPMENT--esed-surplus | 


For Sal — 




















For Sale—Tractor Trailer; 
Tractor, 1945 


1948 Mack—EHT 
Fruchauf—4000 gallon Trailer. 
Tractor recently overhauled, new paint. Trailer 
3” manifold and cross over lines, 3 compartments, 
double bulk heads, good paint. Tires 1000 x 20 
throughout. Must sell as complete unit. Write 
ox No. FS2975. National Petroleum News 
for details or phone GRandview 7700 Cincinnati. 
Price $1800.00 complete. 





For Sale: 1947 Fruehauf, 5,000 ae, 3-com- 
partment, tandem axle, Trailer. ery good rub- 
ber. In excellent shape. Neumayer Ss yen 
Company, Inc., 723 South Sarah Street, St. Louis 
10, Missouri. 

















Wanted: 55 or 30-gal. oil drums in 
dition, truckload or carload. Sims 
#6 Greystone, K. C.. Kans 


‘gud con- 
Barrel Co., 
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FOR SALE 
TRAILER TANK 


1,500 gallon Heil Aluminum equipped with 
air brakes, Gorman Rupp 2” pump, Brodie 
Meter with ticket printer, electric hose reel, 
100’ 1%” hose and nozzle, good condition 
except paint. Will sell either with or with- 
out pump, reel and meter. 


STACY OIL COMPANY, INC., 
100 North First St., Fulton, New York 











ADVERTISERS INDEX 


This index is published as a convenience to the 
readers. Every care is taken to make it accurate, 
but NATIONAL PETROLEUM NEWS. as 
sumes no responsibility for errors or omissions 
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ABOUT OIL PEOPLE 


Giddens 


OIL INDUSTRY AUTHOR Dr. Paul 
H. Giddens, president of Hamline Uni- 
versity, St. Paul, receives an honorary 
membership in the Upper Midwest Oil 
Men’s Club from Milo Hector, Minne- 
apolis branch manager for Indiana Stan- 
dard, and club president. Giddens was 
recognized for his contribution to the 
industry through his books and periodi- 
cals. Presentation was made during the 
opening of the club’s new headquarters 
in the Nicollet Hotel, Minneapolis 


Hector 


James A. Doctor has been ap- 
pointed vice president and director of 
marketing for The Chicago Corp., 
which took over management of 
Champlin Refining and its subsidiary, 
Peppers Refining, in April. Doctor, 
former assistant marketing director 
for Continental Oil at Ponca City, will 
take over his new duties July 1. He 
will make his home at Enid for the 
next several months, then will move to 
Fort Worth. 

A. E. Traynor, vice president of 
Champlin at Enid, will continue to 
direct all of the marketing activities 
for Champlin. He will also assist Doc- 
tor in co-ordination of Champlin’s and 
Chicago Corp.’s marketing activities. 
The Chicago Corp. is a holding com- 
pany with large oil and gas interests. 

e 

J. P. Lyons is now associated with 
the Gabriel Oil Co. in Houston. He 
formerly handled liquified petroleum 
gas sales for another company. 

Gabriel Oil, owned by E. A. Gab- 
riel, markets refined products in cargo, 
barge, tank car and transport lots on 
a brokerage basis, and also does some 
trading in the crude oil markets. 


52? 


1954 is proving to be a busy year 
for C. W. Huber, president of C. W. 
Huber, Inc. in Crown Point, Ind. He 
is building a new office building, 
garage and warehouse in Hebron, 
Ind., purchasing two tank trucks, a 
new delivery truck and installing two 
more radio units in delivery trucks. 
Huber informs us he has long-range 
plans to black-top driveways in all 
of his service stations and to build 
a new warehouse for all merchandise. 

- 

H. F. Tomfohrde, Jr. has been ap- 
pointed secretary of Tide Water As- 
sociated’s eastern division operating 
committee and assistant to the vice 
president and chairman of the eastern 
division operating committee. Tom- 
fohrde has been in the New York 
office since 1936 when he was named 
technical assistant in the manufactur- 
ing department. Prior to his latest 
promotion, he was assistant to the vice 
president of the manufacturing de- 
partment. 


- 

Ward White has been promoted to 
state district sales manager for Mid- 
West Refineries, Inc., with head- 
quarters in Battle Creek, while Robert 
Witte takes on his new job as assistant 
sales manager at the company’s head- 
quarters in Grand Rapids. 

Two new members of Mid-West 
Refineries’ sales staff are Edward 
Pollock and Marvin Neal. Pollock 
will cover the Flint territory and Neal 
will be in charge of the Alma-Saginaw 
district. 

7 

James J. Kennedy, Shell Oil Co. 
district manager in Sacramento, Calif., 
has been elected president of the Yolo 
County Assn. of Chambers of Com- 
merce. 


Canfield 


Spencer 


S. D. Breit- 
weiser, gencral 
sales manager of 
Continental Oil 
Co., has left that 
position to take 
over as vice pres- 
ident in charge 
of marketing for 
Vickers Petro- 
leum Co., Inc., in 
Wichita. 

Breitweiser 
joined Conoco 22 years ago in the 
marketing department at Kansas City, 
Mo. He held various marketing posi- 
tions in that state and in 1947 was 
appointed division manager at Kansas 
City. Prior to his appointment as gen- 
eral sales manager at Ponca City, he 
was acting general manager of the 
eastern region. 

Breitweiser is a native of St. Joseph, 
Mo., attended the University of Mis- 
souri and is a graduate of the advanced 
management class of "51 at Harvard 
Business school. 


S. D. Breitweiser 


e 

David W. Harris, president of Uni- 
versal Oil Products Co., Chicago, 
received the Georgia Tech. Alumni 
Distinguished Service Award for 1954. 
The presentation was made June 14 
at Atlanta, during the school’s annual 
commencement exercises. 

* 

W. R. Clark, manager of the White 
River Oil Co., Calico Rock, Ark., 
informs us that his company is in the 
process of painting all the equipment 
and the plant. Long-range expansion 
plans, says Clark, include larger stor- 
age facilities. 

Clark is a vice president of the 
Lion’s Club and a member of the city 
council. 


Holland 


NEW OFFICERS of the Maine Petroleum Industries Committee get together with 
retiring chairman James F. Canfield, Jr., Portland division manager, Cities Service. 
New chairman is Earl Spencer, zone manager, Texaco. William J. Holland, district 


manager, Shell Oil, is new vice chairman 
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o the Employee Relations Director 


of every American company 


LET’S FACE IT... . the threat of war and 
the atom bomb has become a real part 
of our life—and will be with us for 
years. Fires, tornadoes and other dis- 
asters, too, may strike without warning. 


The very lives of your employees 
are at stake. Yours is a grave responsi- 
bility. Consider what may happen. 


When the emergency comes, every- 
body’s going to need help at the same 
time. It may be hours before outside 
aid reaches you. The best chance of 
survival for your workers—and the 
fastest way to get back into production 
—is to know what to do and be ready 
to do it. To be unprepared is to gamble 
with human lives. Disaster may hap- 
pen TOMORROW. Insist that these 
simple precautions are taken TODAY: 
[] Call your local Civil Defense Direc- 
tor. He’ll help you set up a plan for 
your offices and plant—a plan that’s 
safer, because it’s entirely integrated 


with community Civil Defense action. 


[| Check contents and locations of 
first-aid kits. Be sure they’re ade- 
quate and up to date. Here again, your 
CD Director can help—with advice on 
supplies needed for injuries due to 
blast, radiation, etc. 


[] Encourage personnel to attend Red 
Cross First Aid Training Courses. 


[| Encourage your staff and your com- 
munity to have their homes prepared. 
Run ads in your plant paper, in local 
newspapers, over TV and radio, on 
bulletin boards. Your CD Director can 
show you ads that you can sponsor 
locally. Set the standard of prepared- 
ness in your plant city. There’s no 
better way of building prestige and 
good employee relations—and no 
greater way of helping America. 


Act now ... check off these four simple 
points ... before it’s too late, 


© ®@ 
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Rinker Armour 


OIL CONSUMPTION CHARTS at the Empire State Petroleum Assn. meeting in 
New York City, last month, receive the attention of: Fred Wolters, Webaco Oil Co., 
Webster, N. Y.; Howard Rinker, Rinker Oil Co., Cuba, N. Y.; Harry Armour, ESPA 
staff member; and Frank D. Bertch, Webaco Oil Co., Webster 


Wolters 


Sheehy 

TENNESSEE PETROLEUM INDUSTRIES COMMITTEE’S new officers receive 
congratulations from retiring chairman J. D. Wooten, board chairman, Mid-South Oil 
Co., Memphis. New chairman is John D. Sheehy, division manager, Pan-Am Southern 


Corp., Memphis; new vice chairman is J. P. Connell, division manager, Arkansas Fuel 
Oil Corp., Nashville 


Connell Vooten 





Menuet Sidenfaden Trotter 


McQueen Ferrell 


RETIRING PRESIDENT M. L. Trotter, Carolina Butane Gas Co., Columbia, S. C., 
who is stepping down as head of Liquefied Petroleum Gas Assn., receives a certificate 
of appreciation from incoming officers at the association's Chicago convention. Shown 
are: A. H. Menuet, Skelly Oil Co., Kansas City, Mo., treasurer; W. R. Sidenfaden, 
Surburban Gas Service, Upland, Calif., new president; John McQueen, Superior Pro- 
pane, Ltd., Toronto, Ont., second vice president; Trotter and A. C. Ferrell (wearing 
whiskers for home town centennial,) A. C. Ferrell Butane Gas Co., Atchison, Kan., 
first vice president 


John H. Hall 
is the new man- 
ager of Shell Oil 
Co.’s Ohio divi- 
sion, succeeding 
EK. 3. “Gally” 
Griffin who was 
transferred to 
New York as as- 
sistant to the ¥ 
marketing vice . i" 
president. J. H. Hall 
Hall comes to 
Shell’s Cleveland office from New 
York City where he was the com- 
pany’s marketing operations manager. 
He has been with Shell since 1932 
when he joined the company as an 
electrical engineer. 


Harry A. Jackson, executive vice 
president of Tide Water Associated 
Oil Co., was honored by the United 
Jewish Appeal of Greater New York 
with a special 1954 Industry Citation 
in recognition of interest he and his 
company have shown in UJA cam- 
paigns. The award was presented June 
9 at the annual dinner of UJA’s auto- 
motive division held in the Hotel 
Astor. 

* 


H. M. Herron W. H. Pinckard 


Howard M. Herron has retired as 
chairman of the executive committee, 
California Texas Oil Co., New York 
City. He was the first Caltex president 
when the organization was formed in 
1936. In 1946 he became chairman 
of the board, and in 1950 he was ap- 
pointed chairman of the executive 
committee. 

During World War II he was vice 
chairman of the foreign operations 
committee of the Petroleum Adminis- 
tration for Defense. 

William H. Pinckard is new chair- 
man of the executive committee suc- 
ceeding Herron. Pinckard, who has 
been associated with the Caltex Group 
since the organization was formed, 
will continue as board chairman. 

He was elected vice president and 
director of Caltex in 1940, president 
in 1945 and board chairman in 1950. 
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rvice Man: 


“Can't beat a Saf-Lift for those ‘hurry-up’ road calls, 
or dozens of odd lifting jobs around the station." 


gostation Operator: 


**| like the way Saf-Lift speeds up service work, 
and the speed with which it sells by simply 
placing a few Saf-Lifts near the pumps 

and in other conspicuous spots." 


uto Supply Store Prop.: 
“You never saw a bumper jack sell so fast. . . 8 out 
of 10 times, just a demonstration will do the trick.’’ 


Owner: 


‘We find that because Saf-Lift is so fast to use, 
it’s the handiest jack for those ‘quickie’ jobs which 
aren't suitable for heavy lifting equipment.” 


ar Owner: 


**| like the speed with which Saf-Lift sets up 

and starts the lifting operation . . . there's no 
fumbling under the car, no delicate positioning. 

It’s a great help, because most flats seem to happen 
when you're in a hurry to get some place." 


hanic: 


‘Because Saf-Lift is all in one piece, there are 
never any handles or bases to hunt for, 
Saf-Lift is always ready to go to work fast 

... and it often prevents tying up of 
expensive hydraulic equipment."’ 





ELL: 


TWO MODELS AVAILABLE: 
No. 1020 for resale to car owners 
No. 1030 for service use. 


U.S. Patent Nos. 2.630.296 
2.630 296 and 2,637,623 


anyway you LOOK at it... 


Bi YLT 


BUMPER JACK 


AUTO SPECIALTIES MFG. CO., St. Joseph, Michigan B-42 


June 23, 1954 + NATIONAL PETROLEUM NEWS 55 





ABOUT OIL PEOPLE 


Hills 


Morrison 


NEW EXECUTIVE VICE-CHAIRMAN for the Southeastern Oil Industry Informa- 
tion Committee, D. M. Hills, Atlanta division manager for Sinclair Refining Co., is 
congratulated on his election at the district meeting in Savannah, by J. S. Morrison, 


American Oil Co., district chairman 


L. N. Haugen F. M. Simpson 

Lee N. Haugen 
is moving from 
Bartlesville, 
Okla., where he 
has been vice 
president of Cities 
Service Oil Co., 
to Lake Charles, 
La., where he 
takes on a new 
job as vice presi- 
dent and general 
manager of the 
Cit-Con Oil Corp. At the same time, 
F. M. Simpson leaves the presidency of 
Cit-Con to become vice president and 
general manager of Petroleum Chem- 
icals, Inc. in New York City. 

Continental Oil and Cities Service, 
joint owners of Cit-Con, one of the 
world’s largest manufacturers of lubri- 
cating oils, recently formed Petroleum 
Chemicals, Inc. to engage in manu- 
facturing and research. 


W. T. Cravens 


56 


Haugen takes on his new duties 
immediately. He is a native of North- 
wood, Iowa, and a graduate of Iowa 
State College. 

Simpson has been chief executive 
of Cit-Con ever since its organization. 
As vice president of Petroleum Chem- 
icals, Inc., he will establish head- 
quarters for the new company in 
New York. 

William T. Cravens succeeds Haugen 
as vice president and director of Cities 
Service Oil (Del.) and manager of the 
refining division at Bartlesville. 

Cravens has been with Cities Serv- 
ice since 1937 when he started as a 
refinery engineer. He was made chief 
process engineer in New York in 1947 
and in 1949 was appointed assistant 
general superintendent of the refining 
division of Cities Service Oil Co. He 
became general superintendent in 
1950. 

. 

Lucien F. Craig will serve all de- 
partments of Gulf Oil Corp., on re- 
quest, in his new job as Washington, 
D. C., representative for the company 
and its subsidiaries. He will be a 
member of the company’s executive 
department, reporting to vice president 
R. M. Bartlett. 

Craig, who has been associated with 
Gulf for nearly 20 years, served two 
years in Washington during World 
War II, associated with the Petroleum 
Administration for Defense. 


COMING MEETINGS 


JUNE 


Louisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, La 
June 27-28. 


JULY 


Truck Trailer Manufacturers Assn., Edgewater 
Beach Hotel, Chicago, Ill., July 22-23. 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel. 
San Francisco, Calif., Aug. 8-13. 


Seuth Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
er meeting, Los Angeles, Calif. Aug 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, 
Sept. 15-17. 

American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. od 


Pennsylvania Petroleum Assn., fal] convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


Independent Oil Compounders Assn., annual 
meeting, Hotel Sheraton, Chicago, IIl., Sept. 
27-28. 


OCTOBER 


Texas Mid-Continent Oil & Gas Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
4-6. 


Empire State Petroleum Assn., fall meeting. 
Whiteface Inn, Lake Placid, Whiteface. 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Secy. of Automotive Engineers, national trans- 
gontetion meeting, Boston, Mass., week of 
Oct. 18. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct. 
19-21. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Caprock Hotel, Lubbock, Texas, Oct. 
26-28. 


NOVEMBER 


Secy. of Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Asen. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel, 
Chicago, Ill, Nov. 15-17. 


Packaging Institute, Petroleum Packaging 
Committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 


Oil Industry TBA Group, annual convention, 
Park Plaza and Forest Hotels, St. Louis, 
Mo., Nov. 29-30. 
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NOW.GET UP TO 


The Only Gasoline 


“wv Double Powered 


Mobil Power!) Top 
Compound Octane 


most powerful combination of chemical additives for greatest knock-free power — 
ever put into result of the world’s most 
any gasoline to correct engine troubles... advanced refining developments! 





ow, New Mobilgas SPECIAL brings new Combats gum which causes carburetor parts 
benefits to every motorist: to stick. New RT 200 additive reduces en- 

- y af ) > y , > »] 

Boosts power up to 25%—improves every 8i€ formed gum—cuts waste of fuel. 
car's performance! Combining top octane and Mobil Power 
— , ; ( > New zas SPECIAL give 
Checks pre-ignition ping. Mobil Power — ound—New Mobilgas SPECIAI gives 
Compound’s amazing additive, RT 125, ‘* eye menage nie — 

. . ) “¢ -ye > * rd s > 

quells and controls glowing particles respon- “OUDIES Cver Offered in any gasoline. 

sible for this trouble. 





Corrects spark plug misfiring — increases life oe 


of spark plugs up to three times. in passenger cor engines 
— showed increases in engine 

Controls stalling due to icing of the carbu- power output up to 25% 
retor. No other gasoline offers the protection Wher vsing New Mobilgas 
. «4 aie SPECIAL as compored to 

of GLYMONATE, unique de-icing additive. conventional premium gos. 








; 
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¥ 
SOCONY-VACUUM OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. ¢ 
ae SOCONY-vaCuUM 


_ There’ ”q Tahe-Up lh Every Toahkti/ Now at Mobilgas Dealers! 


NEW YORK 4, N. ¥ 26 Broadway « CHICAGO 5, ILLINOIS—59 E. Van Buren Avenue « KANSAS CITY 13, MISSOURI—925 

s « BALTIMORE 18, MARYLAND—1914 North Charles St « MILWAUKEE MICHIGAN—903 West Grand Bivd ¢ ST. LOUIS 8, MISSOURI—4140 Li: 

1, WISCONSIN—®07 South First St. « CLEVELAND 15, OHIO—1422 Euclid Blvd « DALLAS 1, TEXAS Magnolia Petroleum Ce Magnolia Building 
Socony-Vacuum maintains many other conveniently located service offices to give ou lose 


Grand Ave. « DETROIT 32 


and fast cooperation 









A CTUAL SERVICE under all operating conditions has 
proven, over and over again, the efficiency and 
economy of Hannay Hose Reels. Enthusiastic users all 
over the country continue to tell us of their satisfac- 
tion . . . More than twenty years of continuing 
research and development have gone into today’s 
Hannay Reels — to give you a hose reel that is scien- 
tifically designed and constructed for SAFE, efficient 
and economical handling of inflammable and volatile 


liquids . . . You can depend on Hannay Hose Reels. 


Particularly advantageous for fuel oil, gasoline and 
LPG deliveries, fire fighting, marine and aircraft fuel- 
ing, and for fueling pits, the Hannay Hose Reel 
reduces hazards, lengthens hose-life, eliminates mess 
and annoyance. There is a Hannay Hose Reel for 
every purpose .. . each one backed by the Hannay 
reputation for integrity and dependability. When you 
buy a Hannay Hose Reel you get the finest hose reel 
ever made! 


HANNAY ...Greatest Name in Hose Reels! 


wANNay 


U.S. Pat. OFF 


HOSE REELS 


CLIFFORD B. HANNAY & SON, Inc 
WESTERLO, NEW yout 
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"Speeds Up Deliveries 


... that’s what | like about 
HANNAY Hose Reels!” 
—says FRANK STEVENS 


“Hannay Hose Reels have proven their 
efficiency and economy to me again and 
again.” MAHLON FAHRINGER, President 

E. W. HOWELL CO., Albany, N. Y. 





Check These HANNAY Extras! 


® Simplicity of construction and operation 


reduces maintenance costs to a minimum... 


Leak proof, trouble-free swing joints 
designed to meet specific needs... 


Rolled edges on disc and tubular take-off 
rollers prevent scuffing and hose damage. 


Chain and sprocket drive gives controlled, 
uniform speed without clutch or gear shift. 


Especially designed explosion-proof heavy 
duty motor, Underwriters Approved Class 1, 
Group D, with permanently lubricated bear- 
ings. Motor an integral part of reel; needs 
no attention. 








Sturdy, compact, durable, dependable! 


MANUAL & POWER OPERATED HOSE REELS FOR EVERY REQUIREMENT 








